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More City People in Next Decade 


NEW song over the radio—‘*What Kind of Peo- 
ple Are You?” must have had as its theme—“this 
census year.”” We are reminded of the traveling 

man who came back to New York after a particularly 
dull trip. He stood at the corner of Thirty-ninth Street 
and threw out his arms and shouted: “My People.” He 
was glad to be back in the busy bustle of crowds, for he 
knew that busy people consumed plenty of goods and 
that the more people the more business. 

The Government is doing a remarkable job this year, 
making not only a census in the terms of numbers of 
people but in terms of what people want and how they 
buy it. When the facts are all collected, then we can 
measure new and important trends that will have an in- 
fluence over the next decade. 

The amazing thing to note in the census releases to 
date is the definite movement of people into towns and 
cities and the thinning-out process that 
hamlets, villages and small towns. 


is going on in 
An amazing decrease 
in farm population is the outstanding item of the reports. 
There is a total decrease in the last twenty years of 
4,223,000 persons living on farms. This does not mean 
that agriculture is a declining business—rather life is 
drifting cityward and that fewer people, by the aid of 
machinery, can do more work on larger unit farms. 

The largest numerical increase in population to date 
is recorded of Dallas, Tex., with an increase from 158,- 
976 to 260,397 persons. Small city after city reports 50 
per cent increases in population in the last decade. An- 
other definite movement is in the growth of suburban 
communities. The larger cities have not shown the ca- 
pacity gains but their suburbs, as incorporated towns, 
have increased tremendously. The great growth is in 
the number of towns and cities of 10,000 and 100,000 
population. 

Study the census reports with great care because they 
indicate not only changes in markets and marketing 
habits but very important differences in style and 
fashion demand. 

Census returns disclose some astonishing changes 


in population figures. Here is a city that has increased 
in ten years in a most amazing fashion. 
Small 


Villages, especially in the country, have 


There is a city 


that has decreased sadly. towns have become 
small cities. 
fallen off in a most puzzling way. No expert has yet 


given an explanation for this queer state of affairs. 


E. hear the statement freely made that all rural 

towns will suffer still larger decreases as people 
move from farms to cities, or from small country towns 
to metropolitan areas. However, there is still unexplained 
the movement from cities to suburbs and even “back 
to the farm.” This is a growing tendency that many 
recognize as a factor to consider. 

The automobile has made distances of small impor- 
tance. The rapid advance in flying will reduce distance 
still more. We no longer think of 50 miles as a long 
journey. Thousands of people commute that distance 
daily, back and forth from home to shop, and think 
nothing of it. With all this changing and shifting of 
peoples it is a thing to give us pause for reflection. Also 
some very careful study and investigation. 

Ask yourself: ‘What is going on around here? How 
will this change affect my business? How many people 
have I lost, or how many have I gained? What kind 


What 


It needs a very 


of people? What is their ability to purchase? 
do they like and what will they buy?” 
intensive application of analysis and personal survey. 
Seated at a desk in the office is not a good’ way to find 
out what is going on around you. It is better to get out 
in the car and drive through the country and see for 
yourself. Above all else a merchant should learn first 
hand the answer to the all-important problem : 

It is not a question of what is the population. 


It is more important to know who is the population. 


MMA Melua 


Editor 





Will the Family Shoe Store 


By HARRY R. TERHUNE, Field Editor 


HAT is happening to the family shoe store? 
Is its usefulness in the distribution of shoes 


limited to neighborhood stores and small towns. 


for a pair of street shoes and his daughter for a pair of 
dress shoes. That is some range, for it includes the good 
$5.00 work shoe as well as the smart $10.00 turn. 


Can the family shoe store successfully 
combat chains, factory subsidized leased 
departments and specialty shops? 

Are the family shoe store, the family 
doctor, the family grocer and the family 
this-and-that all to be doomed as relics of a 
a past order? 

The answer is: Not so long as their use- 
fulness to the community is an actuality. 

In this article the spotlight is trained on 
a family shoe store—a very successful one 
from all standards—one, too, that shuns 
publicity. That, perhaps is what makes it 
such good copy. 

It has seemed to the writer that a mod- 
ern family shoe store in a relatively small 
city, offers the most complex problem in 


The daily needs of several thousand 
other people must be taken into considera- 
tion also, the High School girl, the con- 
servative business man, smart matron, thie 
too plump housewife, asd so on through 
the various types of persons that go to 
make up any given community. 

The present era of specialization both | 
chains and individual stores, seems to | 
hitting many of the family shoe stores 
we knew them a decade ago. 

Most of the family shoe stores believe 
they are losing ground. The blame or re:- 
son is placed on a variety of things, the 
chief of which are: 

Too loose credit, which in turn is fe't 


to mean that the family dollars is beiny 
diverted into many pleasing channels other 
It is claimed that this condition is causiny 
people to wear fewer and cheaper shoes. 


—E ee ; J. E. McHENRY 
merchandising that there is in the entire 


shoe distribution field. In a store of this type, there must 
be a wide range of shoes stocked just to satisfy the 


than shoes. 


demands of a farmer for a pair of work shoes, his wife 


a 
oS 
wa 


Unfair chain store competition. Chains paying t 
large rentals and at the same time selling goods t 
cheaply ; chains selling only the sure sizes and styles, 
the poor independent merchant is made the goat 
carrying an excessive load. 


Too many styles, no chance of selling what is on the 
shelf before new merchandise comes in that kills the 


others. 
These are old often hashed complaints. They do n 
mean a thing other than that the shoeman has not ail 


justed himself to the changed condition. The conditioris 


surely have changed. Big city influence is no long 


limited to its immediate vicinity, but is countrywice. 


Mexican girls living in Texas border towns know « 


current styles as soon as 55th Street does. One in- 


vestigator states that children in small towns do no 


play hide and seek nearly as much as they like ! 
represent themselves as being gunmen holding up 
New York night club. 


All this is a lengthy introduction to what is hap- 


pening in an Ohio family shoe store. 
This store is in Zanesville. 


It is owned by J. E. McHenry and his two soiis 


(J. R. and E. M.). 
The reason for reciting the various ascribed 1 
of the family shoe store is that the McHenrys 


Boot AND SHOE RECORDER " 
combining THE SHOE RETAILER, June 7, 1 





















combining THE SHOB RBTAILER, June 7, 1930 


Survive ? 


they have heard of them. But— 

The McHenrys do not believe in the theory that credit 
is sapping the business life; that the demand is for 
cheaper and fewer shoes, for they are selling more and 
better grades of shoes. They never said that business 
had “gone to the dogs” because the women were crazy 
in their buying or because of hot or cold, or wet or dry 
weather. The one year that their business slipped the 
cause was found and manfully faced. The cause was 
that the store did not have what the public wanted. 
Chain store competition means nothing to them. It is 
believed that the chains are filling a certain niche in 
modern shoe distributing, but there is nothing to get 
excited about. 

There are eleven chain outfits selling shoes in Zanes- 
ville now, out of a total of twenty-one downtown shoe 
outlets, which is more than plenty for a city of 36,382 
people. Many chain stores have come and gone during 
the past thirty years and possibly many more will do the 
same in years to come. The usual indictment of chains 
selling lower is not only disputed but disproved. That 
brings us up to the last com- 
plaint of too many styles. 

And that’s what this 
whole story is all about. 

There is no acute style 
problem in McHenry’s. 
Let’s give a picture of the 
store, then tell why money 
is made rather than lost, 
from style changes. 


{4 
x 


E. M. MCHENRY 


m3 ehM\ LY SHOF STop 
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Some Will; Others May Not. 
Store in Every Sense of the Word, and One That Doesn’t Need 
to Worry About Chain Competition or Specialty Shops 


not believe any of them are very real. In a general way 
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Here’s the Story of a “Family 





There’s the interesting story of the year that they went 
behind, as J. E. McHenry told it to me. Every year 
except one, since he has been in business, he has shown 
That one exception 
In a misguided moment, 


an increase in sales and profits. 
was twenty-two years ago. 
J. E. took the advice of his banker. This advice was 
that all indications at that 
period pointed to a lean 
year, so it was considered 
best to cut corners on all 
expenses, and especially to 
go light on buying. Fol- 
lowing that advice was the 
cause of the business going 
behind just once in_ its 
career. In years of alleged 
depression, it has been the 
policy to go right ahead 

































with a normal buying program and the usual business 
plans. When others were crying “hard times,” McHenry 
sat tight, bought his usual proportion of high grade 
shoes, which were always disposed of profitably. He 
knew how to sell them. 

Just a couple more sidelights to get at the real explana- 
tion of why there is hope and reason for the existence 
of a good family shoe store, if it is properly managed. 

This store sells more I. Miller shoes than do Ohio 
cities eight times as large. 


This store is also the best customer in southeastern 
Ohio for a leading line of felt boots. I hope to tell 
you that that indicates a concise story of a diversified 
stock, when you come to figure out all the necessary 
kinds of shoes that go to fill in the spread between those 
two items. 

Observing all types of people going out of McHenry’s 
with shoes to their individual likings and with practically 
no walks; appraising the stock as a visiting shoeman 
might do, and approving of its apparent well kept con- 


SIX DOLLARS - - - 





Young Girls’ Fast Styles—Up to 25 Years 





17/8 and Higher Breasted Heels 





COLORS BLACK 
I 


v . 
Pumps Pumps 
Make—Beige kid D’Orsay Make—Mat kid, D'Orsay, 
with = applique on vamp patent trim on vamp— 
—Win! Win! 











Make—Beige kid Regent, 


plain, modified toe—Claire ! Make — Patent D'Orsay, 


black calf trim on vamp— 
Win! 





Make—Almora_ kid Re- 
ed pm meenes too— Maxke—Black kid Regent, 
Claire: — | plain, modified toe— 
Claire! 





Make—Beige kid bow 
pump, round toe—Ilanity! 


Make—Patent Regent, 
plain, modified toe— 
Claire ! 





Make—Blue kid bow 
pump, round toe—lanity ! 


Make—Black kid, bow, 
round toe—Ianity! 





Straps 
y 


Make—Beige kid strap, Straps 
fancy, round toe—Janet! y 
Make—Peige kid strap, Make—Mat kid _ strap, 


fancy round toe—Janet! 





plain, modified toe— 


Zelma! | 

‘imei | Make—Patent straps, 
Make—Almora kid strap, fancy, modified toe—S pon- 
brown trim, modified toe sor! 
—klma! se 


eee Make—Black glazed kid 
Make—Blue kid strap, strap, patent quarter and 
fancy, round toe—Bernice ! heel— Miranda! 





Make—Patent strap, 
boroso calf quarter and 
heel—Miranda ! 


| 
Make—Beige kid strap, | 
pointed toe, darker trim | 
Patrician! 


| 











16/8 and Lower Cuban and Breasted Heels 


o 


COLORS ss BLACK 
. | y 


Pumps Pumps 








Maxe—Mat kid pump, Jr. 
Spanish, round toe 
Duty! 


Make—Beige snake calf 
pump, modified toe, Cuban 
—Ines! 


Make—Beige kid D’Or- 
say pump, round toe, Jr. 
Spanish—Duty ! 


Make—Black kid bow 
pump, round toe, Cuban— 
Babs! 


Maxe—Beige calf square 
toe pump, Cuban—Revel ! 


Straps 
Straps 
4 


Make—Beige kid strap, 
modified toe, Jr. Spanish 
heel—Stride ! 


Make—Black kid _ strap, 
modified toe, Jr. Spanish 
—Stride! 


— | Make—Black kid fancy, 
| . 
| strap, square toe, Cuban— 


Make—Beige snake calf Velma: 


vamp, beige kid quarter | 
strap—H ylite ! | --— 


Make—Patent strap, mod 
Make—Beige kid strap, ified toe, Jr. Spanish- 
fancy, square toe—Cyril! Stride! 
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dition, were the reasons for this thought being upper- 
most in the reporter's mind. “How do they keep so 
varied a stock so well balanced?” 

An invitation from the boys to come back the follow- 
{ ing evening after the store closed, was accepted. I 
wish that every owner of a family shoe store in the 
country could have been there. Please consider this, the 
boys talked that night as one shoeman to another. When 
asked for a picture of themselves and the store, they 
realized for the first time, that they had been talking 


for publication, so started to hedge. 
and their dad are publicity shy, but the story goes just 
the same. 





Both the b ys 


“Doggon if we didn’t miss buying a Cuban heel, walk- 


ing tie, again this year.” 


shoes in the world, and no blacks.” 


“Look, we have all the brown 


These are typical 


mid-selling season semi-tragedies in many stores. They 


have happened in the McHenry store too. 


An 


over- 


lapping of women’s shoes was certain. 


SELLING PRICE 





More Conservative Matronly Types 








17/8 and Higher Breasted Heels 





COLORS BLACK 
| ’ ¥ 
Pumps Pumps 


Make—Black kid Regent, 
long vamp—Supreme ! 


Make—Beige kid Regent, 
long vamp—Supreme ! 





Make— Patent Regent, 

Make—Almora kid Re- long vamp—Supreme ! 

gent, long vamp— Su- 

preme! 
Make—Black kid gore 
pump, buckle, long vamp 
—Ilona! 

Straps 

Make—Blue kid _ strap, Straps 

long vamp, gray trim— 

Petite! y 


Make—M at kid strap, 
long vamp, patent collar 
on quarter—.\/agnolia! 


Make—Almora kid strap, 
long vamp—Petite ! 
Make—Black kid 


plain long vamp—lI ‘esta! 


strap, 


MakE—Beige kid strap, 
long vamp, brown trim— 
Petite 4 | 








Make—Patent strap, 
plain, long vamp—I’esta! 
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[TURN TO PAGE 78, 


PLEASI 


16/8 and Lower Cuban and Breasted Heels 





COLORS 
4 


Pumps 
Makr—Beige kid = gore 
pump, buckle, Cuban— 
Erla! 

MakeE—Almora kid gore 
pump, buckle, Cuban— 
krla! 


Straps 


‘ 


Make—Beige kid _ strap, 
Jr. Spanish, brown trim— 
Diana! 


MaAkeE—Almora kid strap, 
Jr. Spanish, plain—Diana! 


Make—Blue kid _ strap, 
Jr. Spanish, long vamp 


Diana 


BLACK 
y 


Pumps 


MIAKE Mat kid 
long vamp, beaded buckle, 


pulp, 


Cuban—Ravilee ! 


Make—Black calf pump, 
wing tip, tailored, Cuban 
Ambassador! 


Make—Biack kid 
long vamp, Jr. Spanish— 


pump, 


Regent! 


Straps 


’ 


Maxke—Black calf 2-strap, 
Cuban,long vamp— 
Avenue! 

Make—Mat kid strap, Jr. 


Spanish, patent inlay on 


quarter—Tossa! 


Make—Mat kid strap, 
high Cuban, snake overlay 


on strap—Alma! 
















Blue, the Season's Favorite Color, Expressed 


LUE has been the prevailing color for spring in 
Paris, ranging from darkest navy to palest pastel. 
Blue shoes are made of kid, lizard, baby crocodile, 
sea-kid, antelope, and for dressy wear of crépe de chine, 
lasting—the new dull finish satin—moire and scintilla, 
also blue silk and white cotton hand-woven tissue, which 
at a short distance gives the effect of a changeable dark 
blue. All leathers and silks are trimmed with blue kid. 
Kid is usually trimmed with reptile and heels invariably 
match trimming. 

Beige, grey and black in all leathers and reptiles are 
about equal as second favorites. The models used for 
the spring footwear are sandals, open and closed, demi- 
oxfords and pumps. 

Buckles are on many of the new pumps. The smartest 
buckle for a plain walking pump is made in three small 
sections. The outside sections are of the shoe material, 
the center of the trimming. I should say that all the 
buckles are fairly small, made more to fill in the bare 
space at the center vamp-throat than as a fantastic trim- 
ming. 

Enzel is going in for 


in a Multitude of Materials 





and have low covered wooden heels. 


trimmed, pump and one strap models with modified 
spike heels. 
red and bottle green. 

Grey lizard shoes, grey antelope or plain grey kid, 
reptile trimmed, are being worn with the new nattier 
blue ensembles. When grey shoes are worn a grey bag 
and grey gloves complete the grey note. 

Dark blue gloves were first launched by Alexandrine, 
rather a heavy kid, hand stitched gauntlet model. Now 
all the smart glove houses are showing a collection of 
blue kid gloves; there are three shades, navy, sapphire 
and pastel, also grey suede with blue-lined gauntlet. 

A new bottier has made an appearance in Paris, 
Tobaco by name, and he is about to revolutionize the 
mode, so he says, by introducing a modern art note in 
footwear The models are serious as to color. but eccen- 
tric as to line. There are sandals with cubist designs of 
contrasting leather of a matching color, and there are 
contrasting colors of matching leather. When worn I 
think they will make the 








the Grecian sandal, 
both for evening and 
beach or country wear. 
The evening sandals 
are of crépe de chine to 
match the frock, gold 
or silver trimmed, and ef ~4f 
have full Louis heels. C? 
The country sandals 
are of pastel kid, 1 


° e ° e j oth. gu tu ( € hat 
trimmed with white kid, P ‘a . 
ti. UArttiow Coorg 6 MaTCh Ce ste j 














# ve ve a Ahad 


AGacke. patent for 
i 






feet look as though they 
were turned in instead of 
out, but what difference 
does that make, so long as 
one has something new? 
The illustration will show 
better than words what 
Tobaco’s ideas are. 

The workmanship of all 
models is very fine, and al- 
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For city wear 
Enzel has the usual collection of blue kid, reptile 


All the blue models are repeated in beige, 










aris Prefers Classic Lines | fc 
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By MARQUISE 


% for Formal Footwear VAHDAH DE BONIS 


ready the shop is having considerable vogue with 
certain smart actresses. As stage shoes they are 
admirable, but they are rather too patchwork for 
the average smart woman, except perhaps for 
evening. 

Not a few of the notably smart Parisians are 
wearing the same models for both day and eve- 
ning. Countess de Ganay, who is considered 
by fashion authorities as among the best dressed 
women of Paris, wears exclusively (this season) 
a sandal with front-quarter cut out, wide shank 
strap meeting narrow ankle strap. The vamps 
are short with front strap of the conventional 
sandal. For evening she has crépe de chine to 
match each frock in color, with gold or silver 
trimming, heels to match trimming. For day 
wear the de Ganay sandal is in black patent, 
reptile trimmed, brown and beige kid, two shades 
of blue, etc. Nothing very exceptional a bottier 
may say, while a smart woman will stop and con- 
sider the suggestion before buying a new pair of 
shoes. 




















RIEDMAN, who is one of the little known 

bottiers who makes shoes for smart society 
women, says that all of his customers are ordering 
absolutely classic pumps and sandals for after- 
noon and evening, and demi-oxfords for sports or 
morning. These models are classic in that they 
have no fantastic insets or unnecessary straps, 
their trimming consisting of bindings of contrast- 
ing leather with heels to match. 

Greco is making oxfords of natural baby 
crocodile with uppers in brown box calf leather. 
Cuban heels; the uppers are perforated around 
the throat. The same model is done in blue 

[TURN TO PAGE 74, PLEASE] 
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Small Units Serve Best 


HE remarks in last week’s issue by James A. Far- 
rell, president of the United States Steel Corpora- 

tion, as to the necessity of encouraging small units and 
small manufacutrers, evidently struck a national sympa- 
thetic cord. 

lord now says that his next development will be in 
breaking up his big organization into small units. 

Here is a very significant paragraph from a recent 
address by George F. Johnson of Endicott, Johnson 
Company: “Small factories operate better than larger 
ones, and it is better to build another factory than it is 
to build another story on to the old factory. When you 
run into these factories, you run right into this ‘Law’ 
game again—elevators, safeguards, watchmen, all sorts 
of things that costs worlds of money, and to protect 
the health of the people—safety devices. In a small 
factory you are perfectly safe. If you have any 
trouble, jump out of the first window you can find. 
You are all right. I predict that in the future of this 
business there will be a number of small factories, 
filled with perhaps small organizations and big pro- 
duction. That is where you can get big payrolls. 
‘Small factories and large production’ makes large pay- 
rolls, just like you find the largest families in the 
smallest homes, sometimes. You know a large factory 
carries severe penalties in cost and overhead, and fre- 
quently small production. So the little factory, like 
the little home with the big family in it, is what is 
going to make this country bigger and greater, and this 
company larger and greater.” 

Does the same idea apply to the stores in the future? 
Will a merchant who has a capacity for more than one 
shop operate a parent shop in town and half a dozen 











small shops in the suburbs? Will stores in the future 
departmentize all of their activities so that the men’s 
shop stands by itself and serves and sells as an inde- 
pendent unit under the general roof? 

There is this advantage to be said of small unit op- 
eration—it is under the supervision and direct respon- 
sibility of an individual. That form of management 
carries with it a direct obligation to use individual 
brains and effort rather than collective and committee 
management. When one man is made responsible for 
results, usually the best efforts are employed. Perhaps 
we are now passing out of the cycle of centrally oper- 
ated businesses for much mismanagement can come out 
of a detached board of directors. 

3est results come when some one person is directly 
responsible. 


i, ie. alt. 


Personality Leads 


“ HY is it that Ted’s business keeps up so well?” 


“Because people like to trade with him. 
They like Ted. They say nice things about 
him to one another. The girls think he is fine and his 
wife is a great favorite. Ted keeps a store for each 
one of his customers. He buys shoes for people he 
knows and tries to keep the needs and desires of each 
individual on his shelves. When he goes to market he 
thinks of shoes for certain types of people. When he 
looks at a sample he tries to see it on the foot of some 
girl he knows personally. He visualizes how that girl 
will like it. Then he estimates just how many other 
girls are like her and how many will want that shoe. 
He is called a ‘plunger’ but that is all wrong. He 
knows exactly what he is doing all the time.” 
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And there you have a little sermon in a few. words. 
Here is a man with personality plus, and a lot of 
good horse sense to go along with his personality. He 
reminds one of a certain movie actor who is the idol of 
a big following. Girls are wild over him. But that 
chap keeps his head and uses the stuff that nature placed 
in his skull. He has more than a million dollars in- 
vested in gilt-edge securities and high-class real estate. 
Surely that is capitalizing personality. 

Call it what you wish—“IT” is the term most: used 
by the slangsters—but we prefer the good old fashioned 
word “Personality.” Thousands of shoe men have it. 
Thousands more do not. But in every store there is 
one person who has a big cargo. Use that person for 
contacts with people. Play up his winning way. Make 
him the frontispiece of the store. 


he 


Test of Craftsmanship 


HIS is the time of testing loyalty to craftsman- 

ship. When price is in everyone’s mind, we feel 
prompted to pay honor to the noble ideal of true 
craftsmanship. 

Tune in on your radio when the Wadsworth Watch 
Case hour comes over the air. Last week Wadsworth 
told the quaint tale of the most celebrated cobbler, 
Hans Sachs of old Nuremberg. The broadcast hour 
might have been on watch- 


boy, whatever may happen,” he acquainted a million 
or more listeners with the spirit that takes honest pride 
in good work for its own sake. 

Standardization has not as yet banished craftsman- 
ship but it certainly has diminished its appreciation. 
The young goldsmith was making a pair of buckles for 
the princess ; his sweetheart urged him to make instead 
a volume of gaudy trifles; in the end, the craftsman 
was true to his art but we will never know the outcome 
of his romance. 

The moral lesson in all this is so evident. There is 
a need for retaining craftsmanship in shoes, as well as 
in precious metals. But craftsmanship 1s little honored 
with financial returns. As one bench shoemaker told us: 
“If you work for the classes, you live with the masses. 
If you make for the masses, you can live with the 
classes.” 

We are therefore reaching a very serious situation in 
bench-made footwear. It rests with the enthusiasms 
and appreciations of the merchants who are able to 
transmit their affections for beautiful things in such a 
way to the customer as to make possible the continuance 
of this ancient industry. 

In these modern times many would feel that the 
one-man shoe is a superfluous luxury but an industry 
would do well to hold to this craftsmanship at all costs. 
If, for only one reason, craftsmanship should be en- 
couraged—good models are made that way. Many a 

hand-wrought shoe_ has 





making craftsmanship but 


been made the style basis 





its greatest by-product was 
its tribute to the ideals of 
shoe craftsmanship. When 
the old poet-cobbler told 
the young goldsmith: 
“Respect your craft my 


—Good News— 


“TO THE EDITOR: 
“J have read and reread your editorial: 
‘Sweeter Service with Profits.’ 


“Oh man! How you have handled that 
proposition. You’ve socked it right on the 


of millions of pairs manu- 
factured by machine. 
Stores selling quality 
shoes should stress fine 
workmanship and strive to 


encourage its appreciation. 


chin just like Jack Dempsey would do a 
second rater and right on the nose like 
Babe Ruth does that ol’ apple when they 
serve it up just right to him. 


“When you say: ‘He must be in a posi- 
tion to ask a little more money .. . if 
he is to profit proportionately’ you are 
hitting that price and _ profit bugaboo 
squarely between the eyes. 

“In setting down your ideas in that last 
paragraph you’re just reaching out and 
surely knocking a four-sacker. Yea, Bo, 
it’s truly a knock-out blow that you have 
handed old price and profit bugaboo. You 
carry some wallop in that last big para- 
graph. 

“Fellow retailers will do well to read and 
ponder over such a timely and forceful 
article. They'll do well to heed the warn- 
ing here given. If they do not proceed as 
you suggest there ‘ain’t gonna be no home 
runs.” Ill be a knock-out and the long 
count for them. 


“All power to you and the Recorper.” 
Signed: Clarence K. Andreae, 
Andreae’s Shoe Store, 









































Evansville, Ind. 


























Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, June 7, 1930 








Have You a Problem? >??? 


ASE No. 1. A merchant in 
C’ a small town in Massachu- your store? 
setts writes: 

“Our problem is probably a com- 
mon one these days, but, of course, 
interests us, in our own peculiar 
relation to it. A young man, age 
about 30 years, with wife and one 
child, starts a small retail shoe store, in a small town, 
with limited capital. This is approximately nine months 
ago. The hard times are on, competition, which is in 
the popular priced class, is keen, and a struggle is made 
each succeeding month to make both ends meet. The 
question: Is it better to liquidate at the earliest possible 
time, and then for the young man to secure a position, 
whatever it may be; or, to endeavor to stick it out until 
better times come along? 

“You can imagine of how much importance advice to 
us from someone who has had so much experience, 
really means, as we are reaching the point where it is 
coming to downright worry. Anything that you can 
tell us will be greatly appreciated.” 


ANSWER—STICK!!! 

Anyone that can accurately sense conditions as well 
as you do, and can write a letter with your clarity, can 
certainly think out ways of making a retail shoe store 
pay. 
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Have you a little problem in 
What’s to be 
done with it! Put it on paper 
and mail it to the Problem- 
Advisor of the Boot and Shoe 
Recorder. 


You are young. If you admit 
now that you are licked, it will be 
a long while before you get cour- 
age—and capital—to again start in 
for yourself. 

Isn’t it possible, through very 
careful management, close buying, 
low operating expenses and a little 
extra profit here and there, to be able to weather the 
storm ? 

There is no question but what the public is not spend- 
ing its money very freely. Although we have not been 
in your town recently, we are quite sure that there are 
plenty of places where one can buy shoes, especially the 
popular priced grades. Can you make your store stand 
out from the rest through specializing in some one thing. 
A something that you can talk about in a personal man- 
ner through the medium of signs on or in your windows. 
It may be specializing in the fitting of children’s shoes. 
It may be some popular priced corrective shoe. 

There is one thing about the retailing of shoes that 
you like better than the rest. Develop it. Tell your com- 
munity about it. And STICK! 


Case No. 2—From a shoe merchant in the southwest 
comes the query: 

“We would like to know how much business a con- 
cern should do that carries a $25,000 stock, in a town of 
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30,000, in which there are four retail shoe stores, three 
sample shoe parlors, six dry goods stores carrying men’s 
shoes. (2) What commission should we pay our sales- 
men?” 

Answer: Many times we have been asked the ques- 
tion “How much stock should be carried for a certain 
amount of volume?’ We do not recall having ever 
been asked as you do “How much volume should we 
do for a certain amount of stock?” The ratio of volume 
to stock in shoe stores should be 1 to 4. That is a $15,000 
stock goes with a $60,000 volume. Or in your case a 
$25,000 stock goes with $100,000 volume. If this volume 
be done at a markup of 37.5 per cent, that would mean 
exactly a 2.5 turnover in each case. Not many general 
stores turn their stock 2.5 times. A general average in 
the industry is between 1.5 and 1.8. This means that 
the average store, with $25,000 stock, turning it 1.8 
times, would sell at cost per year $45,000 or at retail at 
33.3 markup $68,000. Your city of 30,000 population 
undoubtedly has at least 15,000 trading area. This total 
of 45,000 people splits into three groups of equal size 
—15,000 men, 15,000 women and 15,000 children under 
16. This average maintains pretty well throughout the 
country. With two pairs for the men, three pairs for 
the women and three pairs for the children, that means 
a total pair consumption of 120,000 pairs and a total 
retail shoe volume at average prices of over $500,000. If 
this were divided equally among 10 shoe outlets, that 
would be about $50,000 apiece. We know that many 
buy their merchandise in other cities, in person or by 
mail, and also that many little stores have small shoe 
departments which in aggregate amount to a substan- 
tial volume of business. However these figures will 
give a rough analysis of the shoe consumption of such 
an average community. 

Concerning commission to salesmen, that, too, is a 


broad subject. Generally speaking, the average shoe 
man’s income is about 10 per cent of his total sales. 
That is, a man earning $1,500 a year sells about $15,000 
a year. From a large group of stores the percentage of 
selling cost is reflected as being at 8 per cent. This means 
that a man in order to earn $1,600 on this basis should 
sell $20,000. And $20,000 is a reasonable personal quota 
to expect from shoe salesmen. 

In the chart below is figured out a variety of sales 
totals and weekly and annual salaries reduced to per- 
centages, which may prove helpful to you in getting a 
correct viewpoint as to selling costs. 


Wages per week............. $25 $30 $35 
Wages per year...........65- $1,300 $1,560 $1,820 
Selling $14,000 per year...... 9.2% 11.1% 13% 
Selling $16,000 per year ..... 8.1% 9.7% 113% 
Selling $18,000 per year ..... 7.2% 86% 10% 
Selling $20,000 per year...... 6.5% 78% 9% 


There is but one method of finding out selling costs 
and that is for each store to keep daily, weekly, monthly 
and annual records of each salesman’s personal produc- 
tion, and divide that total into the amount of compensa- 
tion and determine just what are your present existing 
selling costs. It is obvious that a man earning $1,800 a 
year who can sell $25,000 is a less expensive man than 
one who earns $1,500 a year and sells only $15,000 The 
first is a 7 per cent man and the second is a 10 per 
cent man. 


DITOR’S NOTE: In this feature, Boor AND 

Snot RecorDER inaugurates a new service for 
its readers. Other retail problems, submitted by 
REcoRDER subscribers, will be discussed in forthcoming 
issues. 

















Have You “Bad Debts” to Collect e 


OO many “bad debts” and a careless 

method of looking after collections are 
responsible for many shoe store failures. 
They represent in many other shoe stores 
the difference between a bare living for 
the proprietor and a satisfactory yearly 
profit. 

If you have a lot of “bad debts” on your 
books and do not have much success in mak- 
ing collections write to us, giving an idea 
of the volume of your total sales, the amount 
of your charge accounts and the amount of 
debts difficult to collect, and tell us exactly 
what you are in the habit of doing in your 
efforts to collect from charge customers. It 
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is possible that we may be able to offer some 
profitable suggestions. 

On the other hand, if you carry charge 
accounts, but have very few “bad debts,” 
if you are successful in collecting from 
charge customers who are rather slow pay, 
then give us the facts, as suggested above, 
and tell us how you do it. Let us have 
copies of your stationery, statement forms, 
notifications of past-due accounts, and of 
any collection letters you may be using. 
This information will be suggestive and 
helpful to other shoe merchants to whom 
this whole subject of credits and collections 
is a serious problem. 
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THE BUSINESS >>> 
CRIME COURT 


By HAROLD WHITEHEAD 


Is it unethical for a retail merchant to advertise special sales seven 


months in the year ? 
Is it good business or poor business for the merchant himself? 


What is the proper, legitimate place of the bargain sale in retail 
business ? 


Such questions as these, particularly pertinent in the month of 
June, are raised and answered in the case of the people against 


Perley Martin, beginning this week. 


sales tactics. It was often said that he must, in the end, fail; yet so far 

he had gone along with no apparent loss of standing financially, although 
many maintained that he was steadily losing trade and prestige. Anyhow, he was 
sufficiently well known to give his case in the Business Crime Court unusual prom- 
inence, and his counsel was known as a hard and bitter fighter who knew every 
trick in the legal calendar. 

Before the court was opened counsel for the defense, Silas Crabb, and District 
Attorney Flinn, representing the State, were seen together laughing and joking. 
Within a few minutes, however, bad feeling became evident. The case was 
attended by representatives of trade associations and of many of the larger stores. 
It was realized that the result of the trial might have a very definite effect on the 
sales promotion policies of retailers generally, and it was hoped that some indica- 
tions of an alternate plan of trade stimulation would be suggested. 

The two attorneys ceased talking the moment Judge Braddock entered the court. 
As soon as he was seated the court attendant began his usual “Hear ye, hear ye, hear 
ve. All ye who have business draw near, give attention and ye shall be heard.” 
Being fully aware of the court’s desire that there should be no delay in the 
prosecution of any case under its jurisdiction, District Attorney Flinn wasted no 
time. Standing up with that sudden jerk so characteristic of him, he gave a 
suggestion of a bow to the judge and then squarely faced the jury. 

“Gentlemen of the Jury: You will remember when I challenged you I asked 
whether you would give a verdict of guilty to a well-known business man if, in your 


Posse MARTIN had worried his competitors for several years by his 
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judgment he was guilty, even if he were well known for 
his good works in other particulars. 
that question. 


I had a reason for 
The prisoner is a man recognized in the 
State for his generosities to charities and for the readi- 
ness with which he will assist in any civic movement. I 
am sure that my friend, Mr. Crabb, will make capital 
out of the fact just stated zi 

To everybody’s surprise, Silas Crabb jumped up. 
When Silas Crabb jumps up everybody in the court 
knows it! His red hair always stands up on end, as if 
encouraging its owner to belligerency. 

“Your honor, I protest at the unwarranted statement 
of the district attorney 


\ny suggestion as to what | 
will say is a deliberate attempt to sway the jury and to 
contravene the ends of justice. I demand his last re- 
mark be stricken out.” 

Judge Braddock raised his eyebrows in surprise at 
this sudden attack, and even the usually aggressive Flinn 
was nonplussed for the moment. 

“Really, Mr. Crabb, this is most unusual——” 

“T agree, your honor, and am glad to see you appre- 
ciate the seriousness of the district attorney’s unethical 
conduct !” 

“Your honor,” Flinn flushed angrily as he spoke. “TI 
insist on the court giving me the privileges and cour- 
tesies due me. I demand the right to plead my case 
without interruption.” 

A sharp rap from his gavel and amid dead silence 
Judge Braddock spoke. “Gentlemen, may I remind you 
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Silas Crabb jumped up. “Your honor, | protest 
at the deliberate attempt to sway the jury.” 





You 


will both have every protection that the exigencies of the 


that you will not demand anything from this court. 
case permit. The remark made by the district attorney 
will stand in the records. I recommend, however, that 
circumspection in language by both you gentlemen will 
aid in a fair and time-saving trial.” 

With- 
out directly looking at him Flinn continued his address 


Crabb sat down and stared defiantly at Flinn. 


to the jury. 

“In spite of the unseemly interruption which you have 
just witnessed, I ask you not to let it sway your judg- 
My duty to the State is to 
aid in the administration of justice, while yours is to 


ment against the prisoner. 


render a verdict that is in conformity with the evidence. 
The case on which you are to hear the evidence and to 
render a verdict is important. The standing of the 
prisoner and the influence he has on other merchants 
makes it imperative that the facts only be considered by 
you. Even though the result of your verdict may cause 
the overthrow of an old and supposedly established 
retailing custom, you will, I am sure, discharge your 

duties faithfully, with no fear or favor. 
“The prisoner, Perley Martin, is well known to you. 
Probably many of you have visited his store and bought 
[TURN TO PAGE 82, PLEASE] 





“HAVE just been investigating one business prin- 

[cn on which I find all the shoe men in this town 

are agreed,”’ said Jim Bowman, senior partner of 
Bowman & Son, as he came in and hung up his hat. 

“I would say, then, that it must be true,” his son 
Charley replied. 

“That’s the peculiar thing about it, Son. The very 
fact that they all believe it to be true proves it false. 
Want to know what it is? It’s this popular belief I 
hear everywhere, ‘If I could only do 10 per cent more 
business I’d be making a lot of money.’ ” 

“IT don't know about the other stores,” Charley 
answered vigorously, “but I can show you the figures 
that prove it about this store. A little more business 
would mean a lot more profit here!” 

“Possibly so, my boy. That’s what they all say, every 
mother’s son of them. The fellow doing fifty thou- 
sand says, ‘If I could only do sixty I’d be sitting pretty.’ 

But the one doing sixty 
says exactly the same 

ER thing, ‘If I could only 
\a do seventy thousand 
this year I’d make a 
handsome profit.’ 

“The dealer who 
sells seventy thou- 












sand is down in the 
dum ps because 
he’s not doing 
eighty. And so 
on up the line. 


Shooting at the Moon 


That Elusive Ten Per Cent Increase in Sales— 


Would It Produce Big Profits? 


By MURRAY C. FRENCH 





Barker Brothers, who do a hundred thousand wail, ‘We 
have to carry such a large stock and give so much ser- 
vice that we’ve got to do a hundred and fifteen this year 


’ 99 


to make any money. 

“That's the way it should be,” said Charley. “Puts 
every one up on his toes. It shows they’re all ambitious.” 

“Shooting at the moon’ I call it. Over-organization 
is another name. It’s the craving to be known as a big 
business man rather than to make a profit on a small 
business. 

“A sixty thousand dollar business can make money if 
it’s organized on a sixty thousand basis. The tempta- 
tion is to carry enough stock, employ enough help, do 
enough advertising, and pay enough rent for a seventy 
thousand business. 

“Then if the seventy thousand comes it brings only a 
normal profit. But if the 
store continues to do its 





regular sixty thousand, A 
which is more likely, there's 4 
a big loss—all on account y, 
of shooting at the moon. 
And a whole year out of 7 
the owner’s life is wasted. Sf 
“It’s a pitiful ? 
situation, I tell 
you. All these 7 
7 
shoe men I visited are 
7 just about breaking even 
4 every year. Yet each 


claims he would be mak- 

ing money if he were in 
the other fellow’s shoes. So they’re all 
wrong. Therefore there must be some- 
thing the matter with this principle that a 
little more business always makes a lot 
more profit. 

“Ts it reasonable to suppose that a 
man who isn’t smart enough to make a 
profit on a sixty thousand business could 
manage a seventy thousand business suc- 
cessfully? Possibly so... but just 
think it over. 

“Every salesman craves to earn more 
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money so he can live better. That’s fine! But the one 
who’s in debt when he’s making $30 a week is usually 
still in debt when he’s raised to $440. And the chances 
are that when he’s making $50 he has stepped up his scale 
of living till he owes more than ever. 

“A raise in salary seldom gets a man out of debt! A 
raise in volume seldom makes a paying store out of a 
losing one!” 

“Notwithstanding what you say about these other 
fellows,” said Charley, “I still maintain that in our store 
the profits would increase if we could raise our volume 
on the same expenses.” 

“Certainly.they would if But what an if! Those 
expenses have a most inconvenient habit of not staying 


the same. In fact they just don’t do it! 


7 
7 
0 


“All researches into shoe retailing show plainly that 
the larger the volume the greater the percentage of 
expense. When the fifty thousand store grows to sixty 
it’s ten to one that its expense will have increased accord- 
ingly.” 

“But Dad, we’ve always been taught that increased 
volume is the way to reduce the expense percentage,” 
Charley argued. 

“T know it,” his father answered, “and I’m at a loss 
to explain why it doesn’t work in the majority of cases. 
The department store originated on that theory. The 
dry goods dealer says to himself, ‘I’m going to open up 
a shoe department over in that corner. I have all the 
machinery for running one and it won’t increase the 
overhead one bit.’ 

“The next season he adds hats. Pretty soon he hires 
an extra janitor, not especially because of the shoe de- 
partment or the hat department. Just because the store 
as a whole needs it. 

“As new depart- 


a 
SELLING COSTS 
_ a. 


cn-wWwu- * & 
—_ 


longer make any pretense of hav- 
ing low expenses. 

“It may be 
Charley, but I’m convinced that 


business hearsay, 


being ‘on your toes’ does not necessarily mean going 
after bigger volume. It may or may not mean cutting 
expenses. It certainly does mean getting the most out 
of present volume, getting maximum results from pres- 
ent expenses. 

“Many manufacturers are discovering that being ‘on 
their toes’ consists quite often in restricting their pro- 
duction below the apparent demand. Retailers are find- 
ing out that there is a ‘volume of greatest profit’ for 
store. that 
point additional volume can be 


every Beyond 


achieved only at too great a e 


i 


cost. 

“I’m positive many a re- ? 
tailer should adopt the motto: . 
More Profit Through 


Volume. 


less 


“Take our own case. We 
carry possibly two hundred 
dollars worth of bal- 
let slippers to sell a 
[TURN TO PAGE 76, 

PLEASE | 





ments are added 


new expenses crop 


up which seemingly 
have no connection 
with the new lines. 








A 10% inorease in business 
is supposed to work this Way: 





Tae 


Before Afte1z 


$100,000 
33,000 
30,000 
2,000 


DOES IT? 


$110,000 
35, 200 
30,000 
5,300 


BetOGs cccecse 
Gross Profit. 
Expenses....- 
Net Profit... 


bigness in- 
very 
thing that bigness 
was supposed to re- 
duce. This thing 
has gone on till de- 
partment stores no 


Thus 
creases the 














The question is: 
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ACING the necessity, during the early part of 
July, not only of determining styles for fall but 
also of detailing a large percentage of orders for 

shipment in time to grace fall openings, an increasingly 

large number of merchants have signified their intention 
of “going to market’—starting their round this year 
with the eleventh annual Boston Shoe and Leather 

Fair, to be held in the Hotel Statler July 7, 8 and 9. 

Accepting the responsibility imposed by this necessity, 
the management of the Fair has planned for the after- 
noon and evening of July 8 and 9, one of the finest style 
revues that has ever marked a trade exposition. Attrac- 
tive mannequins will display on the Imperial Ballroom 
runway New England's best and most up-to-the-minute 
feminine footwear style. 

This will be a thoroughly educational style showing, 
and will be a successful attempt on the part of the com- 
mittee to interpret the leading styles for fall and winter, 
including lasts, and colors. The 
showings will comprise the outstanding offerings in 
women’s morning, afternoon and evening wear; and the 
Revue this year will include an exhibit of children’s 
footwear, including 
models. 


patterns, materials 


morning, afternoon and _ party 


Altogether, it will be a more elaborate and colorful 
presentation than has recently been shown at any trade 
gathering. 

The Style Revue itself will be interspersed with snappy 
vaudeville and a_ series 
of striking tableaux de- 
picting the five distinct 
periods which 


shoemaking 


into 
American 
history seems sharply to 
define itself. 

The first period, that 
of the landing of Thom- 
as Beard, the first shoe- 
maker in* America, with 
a background of the 
wooded heights of Sau- 
gus Head across the har- 
bor from Salem, 





em- 


Shoe Trade Looks to Boston 


| New England stages her annual great market week and we tell every national 
buyer of shoes to get his bag ready and face the shoe-mecca of America for 
| New England is celebrating her tercentenary. Remember the dates—luly 7, 8, 
| 9—and their significance this year. For in that week there must be determined 
| the leathers, patterns and specifications of millions of pairs of shoes if fall 
| selling is to resume its normal speed and certainty. The entire country will 
be watching “Boston Week” for “shoe assurance” that leads to production 
and distribution for fall. : y) 














braces characters that had to do with this particular 
episode; Governor Endicott, a member of his Council, 
Thomas Beard, and his journeyman, Isaac Rickman, with 
sailors from the Mayflower. 

The second episode is that which depicts the kitchen 
period in the history of the industry, when the settlers 
devoted the long winter evenings to the production of 
footwear. This scene shows a colonial kitchen with the 
women of the family binding the shoe uppers while the 
men are sitting at their low benches around the fire, 
completing the shoemaking. 

The third episode, that of the famous ten-foot shops, 
is to be shown in a most realistic manner, a duplicate of 
one of the well-known ten-footers near Boston being 
constructed, and in it the master, his apprentice, jour- 
neyman and the old reader, which lent so much interest 
to the old-time shops, will appear as characters. 

Following this, there will be the advent of the sewing 
machine, Elias Howe demonstrating to his invalid wife 
(who inspired the invention) the little machine which 
was to emancipate woman from the most pronounced 
drudgery of household economy, that of hand sewing. 

This is to be followed by a modern factory interior. 

The management has reserved five floors in the Hotel 
Statler, one of these, the mezzanine, being devoted to 
exhibits of allied trade products in the Imperial Ball- 
room, the adjoining foyer and private parlors; and on 
this floor there will also be the Registration and Infor- 
mation Bureau. 

In the foyer will be 
found varied exhibits of 
shoe leather 
sories, including leather, 
ornaments, buckles, car- 
etc. The fourth, 
fifth, sixth and seventh 
floors of the Statler are 
En- 
gland shoe manufactur- 
ers, who will be at home 
to their friends in at- 
tractive and well-stocked 
sample rooms. 


and acces- 


tons, 


reserved for New 
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Ly brown 


NUMBER /22 


An OF BROWN that is not 
so dark as Burnt Copper. A 
real coffee-bean brown that matches 


exactly the official color known as 


Mooresque. 


Blends beautifully with the leaf 
browns, rust and thorn-apple shades 
which are insistent in the range of 


costume colors for fall. 


ARE YOU PREPARED FOR A 
BROWN SEASON IN FOOTWEAR 


Amalco and Amalac for 
trimmings and combinations. 


AMALGAMATED LEATHER COMPANIES, INC. 
Offices: 319 Arch Street, Philadelphia —Factories: Wilmington, Del. 


cAmalgamated 


SUPREME IN 


SUPREME IN 





Burnt Copper . 
Bunny Brown. . 
Pecan Royale . 
Domingo . . 
Thistle Taupe . 
Shamrock . . 
Lapis Blue .. 
Fuchsia. . .. 
Black Satin Kid 
Black Mat 


SAMPLE SWATCHES 
ON REQUEST 
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“BLACK FOOT, 
BROWN FOOT... 


Vici’s marching orders for 


FALL 


VICI BLACK MAT 


The dull favorite of smart women. 


VICI BLACK VELVET 


A delightful compromise between 
Glazed and the formal Mat. 


VICI 219 With the mauve 


undertone — the overture in Fall’s 


Symphony in Brown. 


V l C | 9 1 7 The brown about town 


for morning and afternoon wear. 


VICI 916 The medium brown 


that is all things to all people. 










= 


REG. U.S. PAT. OFF. 


ROBERT H. FOERDERER, INC. 
FRANKFORD, PHILADELPHIA 
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VICI kid 


S E N D F OR SWAT CHE S 














ai 









Correct for 
street Wear - - 














A smart new style presented for early fall selling; here illustrated in a 


dark brown kid vamp, quarter and heel cover with a mouse kid trim. The 
beauty of quality and attractive prices in our new fall line present un 
usual profit possibilities 





L THE STANLEY DUTTENHOFER SHOE Co 
| CENTRAL PARKWAY CINCINNATI, OH'O 


CHICAGO OFFICE 
Charlie Osler, Great Northern Hotel 


“SAIABLE TO THE LAST PAIR’ 












Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, June 7, 1930 





AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 
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BOOT AND SHOE RECORER 


FINANCIAL RECORD 
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YEARLY COMPARISON SALES. PROFIT AND LOSS AND FINANCIAL STATEMENTS BY 
- e 


PERIODS OF SIX MONT! 




















Contains sufficient sheets to cover one year’s requirements of 
average size busy shoe store. 


Re-fill sheets carried in-stock. 


Used in conjunction with our STOCK and DAILY SALES 
RECORD, it gives the busy store accurate records of every 









The Boot and Shoe Recorder’s 
Financial Record 
is another distinct RECORDER 


merchant service. 


a 
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This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
ruled to cover each operation and 
each department. 
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The Financial Record 
with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 
144%” x 1144” 


$12.50 


postage prepaid 
(Check with order, please). 











BOOT AND SHOE 
RECORDER 


Merchants Service Dept. 
1334 Republic Bldg., State and Adams Sts., Chicago, Ill. 
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Merchants Service Dept. 

Boot & Shoe Recorder 

Chicago, Iil. 

Please send me the Financial Record for 
which find check enclosed for $12.50. If 
this bookkeeping method does not meet my 
requirements, we have the privilege of re- 
—~ same, postage prepaid, within 5 
ays. 


BD) ccautinercanes een bahene ee eeneeeee 
DEE. 65066506604 0600060.000000600088608 
GE -Sderwceeskeeeesewess SUMO ccccccces 
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CELASTIC — The Quality Box Toe 
— accurately expresses the individuality and toe 
style of the designer. 
— fuses the upper, lining and doubler into a one- 
piece toe . . . insuring absolute smoothness both 
inside and out. 
— provides relaxing toe comfort for it eliminates 
loose and wrinkled linings and is flexible across 
the tip line. 
— unaffected by heat, water or perspiration and 
will not discolor delicately colored hosiery. 
— preserves the original style of the last through- 
out the life of the shoe. 


There is a proper weight to suit every 
type and grade of shoe 


THE QUALITY 
BOX TOE 
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ERE’'S HOW THE QUEEN QUALITY 


In-Stock Centers: 
BOSTON, ATLANTA 


EMPIRE 


Canton Last—Littleway Process 
18 Louis Heel—Boston 


( 2875WK—WHITE KID . $5.15 





CRESCENT 


Java Last—Flexible Sole 
15 Block Heel—Atlanta 





COURT 
Chevy Last—Flexible Sole 
18 Louis Heel—Boston 


830WK—WHITE KID . $4.25 
663WL—WHITE LINEN . 3.85 
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PROPOSITION MEETS YOUR NEEDS 


IN-STOCK SERVICE 


WORD ABOUT WHITES. Happy brides-to-be, sweet girl 
graduates, carefree vacationers and summer sportswomen — 

all are in the market in this merry month of June for “whites”. 
Now’s the time to prepare to cash in on this extremely important 
business. Now is the time to start talking, advertising and featur- 
ing in your windows and show cases the much demanded white 
shoes. Queen Quality’s vast In-stock service can help you keep 
your stocks small and yet fully sized. Consult the big, new Queen 
Quality Buyer’s guide — the key to profits — and draw upon our 


great reserves at Boston and Atlanta by wire or mail for immedi- 


ate dispatch of the numbers you need. 


THOMAS G. PLANT CORPORATION, Boston 
In-Stock Centers: Boston, Atlanta 


New York Sales Office: 908-910-912 Marbridge Bldg. Chicago Sales Office: 209 South State Street 
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Do the Stars Ordain? 


Or Why Does Business Suffer from Periodic 


Cycles of Inflation and Depression ? 


[i xcerpts from an Address by William T. omer Bom activity has fallen to 10 per cent below 


noted economist, at the recent meeting of the Tanner. normal. Why? We have just as many laborers: 
_ . oO a . 
Council of America-at White Sulphur Springs apparently we have two or three million more 





= than we can use. We have just as many machines. On 
( o) Q the whole, they are better machines than ever. We have 
L nm just as many factories, railroads, power plants, and 

| everything is more efficient, if anything, than it was a 


year ago. We have abundant money. In fact, through- 
out this period of stock market activity, business did not 
suffer for lack of funds. We have had, and still have, 
about twice as much gold as is required under the Fed- 
eral Reserve Law as a basis for our bank credit. 

We have a superabundance of men, money, machines, 
materials, and production is 10 per cent below normal. 
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Why? Must we forever go on 
suffering from these general depres- 
sions? Must the leather industry, 
and the boot and shoe industry, and 
the textile industry, and the others, 
every now and then, suffer not only 
from their own mistakes, but from 
mistakes over which they have no 
control? Is it ordained by the stars? 
[s it caused by sun spots? 

The usual answer is that the cause 
is overproduction. What is overpro- 
duction? Overproduction is under- 
consumption. It is a buyers’ strike. 
It is this, that and the other thing. 

Now when we take all these explanations, and throw 
them into a hat and shuffle them up, we find that they 
gradually get down to one—a lack of adequate pur- 
chasing power on the part of ultimate consumers. There 
is no other fundamental cause of general business de- 
pression. 

When the flow of money to consumers is at the right 
rate—and that means chiefly wages—business in general 


YAY 


"'' If 


SQN! 
ad 


SN 


hl, 0b; 


has to prosper. 

Imagine, if you will, that business as a whole has no 
outlet for its product except a huge penny-in-the-slot 
machine. Then you can see clearly that, with a given 
volume of pennies spent by consumers, a given volume 
of goods can pass through that machine. No more. 

You can also see that if industry as a whole takes 
all those pennies out of the machine every night and 
returns them to consumers—as wages, interest, divi- 
dends, or in any way—then the next day consumers can 
buy just as much as they did before, but no more. If 
vou take off 10 per cent of those pennies for profits, 
and do not use them in such a way that they go back 
into circulation, then consumers the 
next day can buy only 90 per cent 
as much as they bought the day 


before. 
HI I | 
| I 
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Consumption of the products of industry is the aim 
and end of the whole intricate machine. Everything 
else is incidental. 

Higher standards of living consist solely in increased 
consumption of goods. And, getting back to our cen- 
tral theme, unless you do have increased consumption 
of goods, you have a recession of business, increased un- 
employment, and so forth. 

All you need to sustain business prosperity and pre- 
vent these periodic increases in the numbers of unem- 
ployed is sufficient buying on the part of ultimate con- 
sumers. 

We prosper, when we do prosper, largely because, at 
such times, there is a sufficient increase of money spent 
in the development of new capital facilities. 
facilities are of two kinds—public and private. 


These 


OST of the money that is used in public works or 

in private capital facilities—factories, railroads, 
power plants, and so forth—flows into wages and is spent 
almost immediately, by the consumer. So that as long as 
we are developing new facilities at the right rate, we 
are sustaining a flow of wages sufficient to take off the 
market the total product of industry. 

We prosper today only when we are preparing, at a 
sufficient rate, to prosper tomorrow. Does that seem 
commonplace Well, it isn’t. The old theory is that 
you can’t prosper in the future except by saving and 
That is 
3ut that is not what I am talking 


using your savings to get better machinery. 
perfectly sound. 
about. 

What I say is that you can’t prosper today, right here 
and now, except by getting ready to be more prosper- 
ous tomorrow. 

Any traveler crossing those deserts of Southern Cali- 
fornia a generation ago, as I did, hour after hour, 
could see that it would be absolutely impossible to 
build a great city in such a barren place—in thit 
barren place where I.os Angeles has since been doubling 
its population every decade. How did the people do it? 
It was faith—faith made manifest in mortar and cement 
Faith in the future of a community, its 


and_ bricks. 
resources, its people, its industries. 
[TURN TO PAGE 80, PLEASE] 







= 








AAAA’S TO C’s 


IN STOCK 


I's To 9's 














Write for a complete catalogue QQ a 





The PLAZA Gore Pump 
Built over 150 last with 17/8 heel 
No. 322— Patent with harmonizing, 


ee 14351 
No. 323—Lido sand kid with har- 
monizing, colorful trim ........ 14601 


No. 334 Ww hite kid with h a aae 

izing, colorful trim , 4601 
No. 335—Black kid with * irmon- 
izing, COLOLfUL Crim sessercsresseeee 14351 








The CAMPUS Tie 

Built over 151 last with 16/8 Cuban 
Octagon Heel 

No. 385 Lido Sand calf with 

1460 





brown kid trim 1 
No. 391—White kid with ide ind 
GE GIERE  cevccsssesscesccmnssconeensnseees 14601 
No. 215 — Black Morroco patent 
trim 14351 








The CLARE 


Built over 73 last with 13/8 heel 


No. 900—Dull black kid with Le m- 
BCILE ALIM cocevececcccrcosccceveecccccooce 3851 


No. 901 — Patent with te matite 
trim 13851 





Mit Mail Sock Shoes 
G Notable Product and dewice of 
Fhe United Sates Shoe Company 





The DELUXE Strap 
156 last with 18/8 heel 
No. 203— White kid with white kid 
and eee ges einen 14601 
No. 204 ill black kid with pat- 
ent and H. matite stripping.... 14351 
No. 205—Patent with black kid and 
Hematite stripping 14351 
No. 214—Lido sand kid with mode 
heige kid and java brown. strip- 
PING cccrevseccevcceseevcccesooereccssooeecce 14601 








The MELODY Pump 
Built over 73 last with 13/8 heel 





No. 797—Patent ... -. 13851 
No. 868—-White kic 14101 
No. 869—Lido Sand kid ...... 14101 


No. 870—Java brown kid .... 14101 
No. 871—Nautical blue kid.. 14101 
No. 872—Dull black kid........ 13851 





Na 


The LOUISE 
Built over 150 last with 17/8 heel. 
No. 221—Dull black kid with black 


| 14351 
No. 222 — Riviera blue kid with 
ee ee 14351 
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Write for a complete catalogue 


Note these new prices 
All IN 





The HOLLYWOOD Tie 
Built over 75 last with 13/8 heel 


No. 386—Java Brown kid with Lido 
SQ xe 14101 
No. 387—Lido Sand kid with Java 
brown kid trim - 
No. 388——Dull Black i 
ES 





No. 389—Patent with Lido Sand 
BOE GOD knressistcsnsitnnnenniveaas 13851 





The LETTY Pump 
New 170 last with 20/8 spike heel 


No. 206—Dull black kid with black 
and white snake and Hematite strip- 
PING eves w 14351 
No. 208—Patent with black kid. ng 
Hematite stripping ...........0. 









The VERA 


Built over 155 last with new 15/8 
Continental heel 


No. 226—DvIl black kid with black 
and white lizard trim............ 14351 



































IN STOCK 


AAAA’SsS TO C’s 1's TO 9’s 
EERE RETR INN NON 


IN STOCK 


9’s AAAA'S TO C’s I's TO Ore 
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“i Mab has 
G Notable Product and Sewice of 
Tht United States Shoe Company 
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oe Gncinnati 
VA 
yue Write for a complete catalogue _ Write for a complete catalogue 


on Air Mail Shoes... 
Vi STOCKS! 
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u ‘ a, 
DANUBE P Th. “ 
4 ag, ee ae _< e The LUCERNE Pump The RICO 
Built over 170 last with 19/8 heel ie + iain silica 
heel No. 209—Black satin kid ...... 14101 Built over 150 last ith 17/8 — { Pde H el se 
Lido No. 210-—-White kid ......... 14351 Spanish heel ” 
7 Black satin ... . 14101 ». 392—Lid 1 calf with me 
:~ No. 212 Patent heather a, 14101 No. 216—Dull black kid with pate ee ae le ee 
RA No. 219--White Toscray silk ent trim “ 14351 No. 393 —\ kid with Lido sand 
light (Dycable)  ...sessses No. 217 vhite kid trim wei 14601 
[3851 No. 227—White Tosca liner lizard trim 14601 No. 213— Black kid with black calf 
Sand No. 228—-Black Brocade ‘ No. 218—Mode beige kid with Java tip, foxing and heel; Black and 
3851 No. 220—Bluc kid scssessessessees brown kid trim ssscoscersossssseerees 14601 white Python strap and collar 14351 
By o Mes ryt 
igs . Ra’ | 
X yr \ | / \ 7 ‘ y 
\ afi j 1] 
al ~ is ees 
The DIANA Center Buckle ; ass 
The JEANETTE P 
Built over 155 last with 15/8 The PANSY . e J wip 
uilt over 72 last with 21/8 hes 
-" N ma te ae h Built over 156 last with 18/8 heel Built over last with 7 heel 
'o. 200 ull blac id with pat- No. 876—White crepe ........ 14101 
lack ent strap and black kid trim.. 14351 No. 224—Dull black kid with black Me. £77-—White satin ........ 24008 
= No. 201 Patent with black kid snake collar and strap.......... 14351 No. 878 Black satis pnt 
51 strap and Hematite trim........ 14351 <a <* LACK SATII sorsereene 
and No. 202—Mode beige kid with Java No. 225—Mode beige kid with Java No. 879——Dull black kid - 14101 
351 brown strap and Lido trim.... 14601 brown kid collar and strap.. 14601 No. 881—Patent ..rccocseeeereeeees 14101 
a ~ 
= ‘ = aw { J 
“ae fe } \ \ 
t i Uy { ne s Maal 
in OT A ee | 
> - \ a 
The ESTIN The DIXIE Sandal The poy sage yr ee 
_ . Built over 162 last with 19/8 he 
. Built over 73 last with 13/8 heel. Built over 73 last with 13/8 heel Ble. 753-—Pescent leather ...... 24908 
No. 902—Dull black kid with Hem- No. 884 Patent with black calf No. 733 —Black satit cesses 14101 
SE CEE cccucasinviisiarnass 13851 OUTED ccservenccees sciikassesiaiasinbiglassaiadin Ge No. 735——Brown kid java. 14101 
, No. 903—Patent with Hematite un- No. 885—-White kid ..... . 14101 No. 757—Dull black kid........ 14101 
< , 
| GETIAY ccceccorercseccccesonsvseenoosscereses 13851 No. 886—L:ido Sand kid........ 14101 No. 824—White crey ios Se 








CT RNa amma 






Boot AND SHOE RECORDER ‘i 
combining THE SHOE RETAILER, June 7, 1930 59 








The TRAVELING 
SHOE SALESMAN 


« « 


HOMAS M. JONES, a retired trav- 

eling shoe salesman, was almost 
instantly killed Sunday night, May 18, 
by a hit-and-run automobile driver in 
his home town, Pulaski, Tenn. The 
boy driving the car confessed to his 
mother, who later notified the sheriff. 
Mr. Jones had only recently returned 
from a visit to Dallas, Texas, where 
he had two sisters. Even though 72 
years old, he drove his car to Indianap- 
olis, 400 miles in one day, this spring, 
to visit relatives. He was a very suc- 
cessful traveling shoe salesman for 
more than 40 years and has covered 
practically every State in the Union 
where he had many warm personal 
friends. 

Mr. Jones traveled for George F. 
Dittman Shoe Company, St. Louis, and 
later for La Prelle-Williams Shoe Com- 
pany, St. Louis; Wolfe Brothers Shoe 
Company, Columbus; Weyenberg Shoe 
Company, Milwaukee, for whom he was 
general traveling salesman, visiting all 
salesmen in their territories during the 
season. 

Mr. Jones was the son of Prof. and 
Mrs. W. K. Jones. Professor Jones 
was the first president of Martin Col- 
lege, Pulaski, Tenn. He married Miss 
Mae Buford, descendent of one of the 
pioneer families of the State. They 
reared a family of one daughter and 
three sons. The daughter first mar- 
ried Henry Wade of Pulaski, and after 
his death married Col. LeRoy Springs 
and now resides in New York City. 
Buford H. Jones, the older son, is vice- 
president of Dunn & McCarthy, Au- 
burn, N. Y., where he lives. The 
younger son, Lawrence, is advertising 
manager of the same company and re- 
sides in Auburn. The other son, W. K. 
Jones, lives in .Liverpool, England, 
where he is the United States Repre- 
sentative of the American Farm Bu- 
reau. 

Mr. Jones was a devout churchman 
and an officer in the Methodist Church. 
Last winter he took Rev. E. M. Tay- 
lor, pastor of his church, to Florida 
as his guest. He was loved by the 
old and young, and the town of Pul- 
aski will greatly miss his happy smile 
and his hearty handshake. He was 
buried in Maplewood Cemetery beside 
his wife, who died less than a year 
ago. 


"TSREE sales gatherings were held 
in the key cities of the Pacific 
Northwest recently by C. C. Williams, 
sales manager of Friedman-Shelby 
Branch, and Carlos Reese, sales man- 
ager of Robertson, Johnson & Rand 
branch, and Fred Vogt, sales manager 
of Peters Branch of the International 
Shoe Company. Joint sessions were 
held in Montana, Idaho and eastern 
Washington. 


« 





George W. Gorman 


HE personnel of various commit- 

tees charged with the responsibility 
not only of arranging for the annual 
convention of the National Shoe Trav- 
elers’ Association, but also of that por- 
tion of the National Shoe Retailers’ 
Association convention, both of which 
are to be held next January in Detroit, 
are shortly to be announced by George 
Gorman, president of the Michigan 
Shoe Travelers’ Association, following 
a meeting held recently in the Hotel 
Tuller, that city. At this meeting, 
committee chairmen were named by 
President Gorman and tentative plans 
of operation discussed. The commit- 
tees which will function are the Regis- 
tration, Entertainment, Ticket Valida- 
tion, Banquet and Publicity. 





| Pre necel LAMB of Syracuse, the pop- 
ular Western New York salesman 
for the Converse Rubber Co., was the 
unfortunate victim of an automobile 
accident which occurred in Buffalo a 
few days ago. Mr. Lamb was crossing 
a downtown thoroughfare when struck 
by an Ohio car which he saw too late 
to make his escape. He was taken to 
the Buffalo hospital where it was 
found, aside from bruises, that his 
skull had been fractured. His attend- 
ing physicians predict a positive re- 
covery. 





ESTER THOMAS, formerly with 

William H. Walker & Co., of Buf- 
falo, and later with the Albert H. 
Weinbrenner Co., of Milwaukee, has 
accepted a road position with H. C. 
Godman Shoe Co., of Columbus. 
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NEWS 
of the ROAD 


ACTORY No. 1 of the Walker T. 
Dickerson Company, Columbus, 
Ohio, was the scene of the annual Fall 
sales convention recently. Both fac- 
tories were inspected by the men, ad- 
dresses were made by President Dick- 
erson and a thorough study was made 
of the Metatarsal Arch-Relief, De Luxe 


Compo and Sport Welts lines. Men 
traveling with these new lines and 
their territories, are as follows: 

D. Archer—Indiana, Michigan, IIli- 
nois, Tennessee, Louisville, Ky., and 
Western Kentucky; H. C. Bartay— 
Texas, Oklahoma, Louisiana and 
Arkansas; R. E. Burke—New York 


City, Brooklyn, New Jersey, Southeast 
New York state; Clay M. Herring— 
Eastern West Virginia, Virginia, Mary- 
land, Pennsylvania, Washington, D. C., 
and Delaware; Arthur C. LaBonte— 
Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode Is- 
land, Northeast New York State, in- 
cluding Albany; Paul J. Lee—North 
and South Carolina, Georgia, Florida 
and Alabama; A. R. Naftzger—Cali- 
fornia, Oregon, Washington and Van- 
couver, B. C.; M. Stanley—Ohio, 
Eastern Kentucky, Wheeling and Park- 
ersburg, W. Va., also Charleston and 
Huntington, W. Va.; Tom Talbott— 
Iowa, Nebraska, Kansas, Missouri, 
Colorado, Salt Lake City, Utah; Joe G. 
Taylor—Wisconsin, Minnesota, North 
and South Dakota and Northern Illi- 
nois. 





VER 80 agents, salesmen and re- 

tailers of Physical Culture shoes 
were guests of the Physical Culture 
Sales Co. at a sales meeting and ban- 
quet held at the Half Moon Hotel at 
Coney Island on Thursday May 22 

Representatives from all over the 
country were taken in automobiles 
from the factory in Brooklyn to the 
hotel, where a Fall Style Show was 
presented in the Assembly Room. 

Julius Kauder, president and moving 
spirit of the organization, went over 
the comprehensive line of new num- 
bers, and displayed the broad advertis- 
ing campaign which has been mapped 
out for the coming season. 

Following the style show, the party 
was transferred to the private dining 
room, where a lobster shore dinner was 
served. A fine entertainment program 
was enjoyed during the course of the 
dinner, with enthusiastic good cheer 
abounding. 


| ae ong E. SMITH, recently with 
the Selby Shoe Co. and prior to 
that with the Boyden Shoe Co., is now 
representing Julius Grossman, Inc., of 
Brooklyn. Mr. Smith’s territory in- 
cludes New England and New York 
State, New Jersey and eastern Penn- 
sylvania. 
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Style 962 — 








THE CHERIE 
Treadeasy Littleway Construction 
Style 967 $5.00 
Genuine Irish Shantung Linen 
White Calf Trim 
AAA 5-8, AA 444-8, A 4-8, B 3-8, 
C 3-8, 

Bon Ton Last (49) 

Heel 16 Cuban Wood 






THE REGINA 
Littleway Construction 
White Kid 

White Lizard Calf Trim 
AAA 5-8, AA 414-8, A 4-8, B 3-8, 

C 3-8. 
Heel 17%, Louis Wood 


$5.15 


Last 59 


THE COLLEGIATE 
Treadeasy Fairway Welt 
Construction 
Style 933 — $5.50 
Genuine White Buck 
Sriec Calf 





yle 934 0 
Genuine White Buck 
Apron, Brown Eric Calf 
AAA 5-8, AA 414-8, A 4-8, B 3-8, 
C 24-8. 
College Last (8) — & Gristle Spring 
feel Gristle Sole 








THE LOLITA 





Littleway Construction 


Style 966 


White 


Kid F400 


PLAIN SEAMLESS OPERA 
_ Littleway Construction 


Style 969 


$4.60 


White Grosgrain “Tosray” Satin 
Suitable for Tinting 

AAA 5-8, AA 41-8, 

Ritz Last (995) Heel 19144 Louis Wood 


A 4-8, B 3-8 





Treadeasy 
Style 956 


THE ELOISE 


White 


Welt Construction 


Kid — 


$5.65 


AAA 5-9, AA 4%-9, A 4-9, B 3-9, 


Repose Last (S81) 


Cc 24-9. 


Wood 


“Heel 131% Cuban 





Treadeasy 


AAA 5-8, AA 414-8, 
ce 


Varsity 
Ivory, 


THE PICADILLY 


Construct 
Style 948 
Genuine Whit 


214-8 
Last (28) 
Gristle Lift 


Fairway Welt 


ion 
$5.75 
e Buck 
A 4-8, B 3-8, 


Heel 11. White 


Gristle Sole 











ROGUE SANDAL 
Littleway Construction 
Style 965 White Calf $5.10 
AAA 5-8, AA 41%-8, A 4-8, B 3-8 


& 


Heel 


16 Cuban 


S 2 
Bon Ton Last (49) 


Wood 





THE PRINCESS 
Littleway Construction 
Style {49 White Kid - 
White Lizard Calf Trim 
AAA 5-8, AA 414-8, A 4-8, B 3-8 
14-8 


Heel 16 Louis Wood 


$5.15 


Last 3 





THE PINEHURST 


Treadeasy Fairway Welt 
Construction 
Style 9237 — White Erie Calf — $5.15 


Black Calcutta Lizard Trim 
AAA 5-8, AA 4%-8, A 4-8, B 3-8 
C 1-8, 

College Last (8) & Gristle Spring 


Heel Gristle Sole 


Our latest Catalog, illustrating over one hundred styles available for immediate shipment in a 
complete range of sizes and widths, will be mailed you promptly upon request. 


Vy. MEINoR & SON, Iwe.. 
BATAWIA. 
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_ FNDURANCE 


Poticemen walk more and abuse their rub- 
ber heels more in one day than most of us 
do in a week. United “D” and Button Heels 
withstand this rigid test of durability. Manu- 
facturers have adopted these modern, smart 
looking heels as standard equipment, because 
their tight attachment and flat tread protect 
the style and service that have been built 


into the shoe. 
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Look for the 
“ Buttons” 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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(fawford 


‘PROCESS’ SYSTEM 


© REG. U.S.PATENT OFFICE 





SHOES /- BOYS 





*> IN PROCESS ++ 


ALWAYS IN STOCK 





The In-Process System was developed by us in 
1923. In-Process means that shoes are constantly 
in the process of manufacture for our Stock De- 
partment right up to the end of your retail season. 


This system enables you to buy a small run of 
sizes at the beginning of the season and order 
sizes as you need them. We carry a complete 
stock, thereby eliminating any gamble on your 
part. 


Buying your shoes the In-Process way will enable 
you to do more business on less capital. Your 
turnover is increased and you are not left with a 
lot of broken sizes to dispose of at the end of the 
season. 


Write for our catalog illustrating 76 In- Process 
styles for men and boys. 








€-527—An imported tan calf blucher oxford— 
leather heel with steel plug—finest grade 10% 
iron oak bend outersole—fine grain, heavy 
innersole—leather heel pad, cushioned with 
two layers of heavy felt—calf quarter linings— | 
leather counter—solid leather heel base. 
B, C OD, 1 00 C.cccccccccccccscccccce $3.40 | 
E- wy as above but imported black | 
2 PF) ES are $3.40 

E-506—Same as sore but Tan Elk upper, and 
Wingfoot Heel. CS DB TO Gocccce $3.25 


LITTLE GENTS 
E-507—Same as above. Tan Elk Wingfoot 
Heel. C & D, 9 to 13%......cccccceee ae 


« E-502—Black Calf, Wingfoot Heel, C * 
DG WW Wie ccvcceccccvesccccseccccecese $2.65 


CHARLES A. EATON | 
¢¢ COMPANY #¢o¢==—=— 
BROCKTON — MASS. 


Our Crawford In-Process System is registered in | 
| 











the U. S. Patent Office 
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The 
Wear 
| FREB”’ Guarantee 
| applies also to the 


new 


Quality Heel for 
men’s shoes. 









Leave the 
linoleum 
in the kitchen 


HE new I.T.S. Super-Quality Rubber Heel for 
women’s shoes has out-moded the old-fashioned 
composition strip, the little tip of linoleum nailed 
on French wood heels—that never did make a first 
— job—that soon left the wearer walking on nail 
eads. 


For these new I.T.S. Heels make a thin, neat, tight 
job that is practically unnoticeable but gives all the 
advantages of real rubber heels. 


Backed with fibre moulded on, so it won’t push out 
heel coverings; concave-convex in shape so it hugs 
the lift all around and makes a permanent snug 
joint; regular sunken rings for the nails which are 
square with chisel points—they won’t split wood 
heels; a very thin heel of hard, tough compound 
that finishes beautifully—these are some of the 
reasons for the great popularity of I.T.S. Super- 
Quality Heels among women. 


Tell your customers about I. T. S. Heels—and let 
the linoleum stay in the kitchen. 


The jobber who supplies your own or 
your contract shop probably carries the 
new 1. T. S. line. If not, there’s an I. T. S. 
distributor near you. Write for his name. 


The 1.7.8. CO., ELYRIA, OHIO 


“Satisfactory 


or a New Pair ber across the 


8. Super- 
1.7.8. men’s 








Ctmericas Best Dittin 


RUBBER HEELS 


a tough springy com 
pound, @ concave-con 
ver shape, giwe th 


more comfort an 
neat appearance. 
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Shoe Fair Activities 






































Monday, July 7th. 
Play Golf all day at Woodland 
Country Club... one of the finest 
tournament courses. . . and plenty 
of good prizes. 
Also on Monday = i 
1:30 P.M.—Steamboat trip around NU) 
Boston Harbor. 6:30 P.M.—A reg- > Airy 
ular New England Shore Dinner 7 " £3 
and Clam Bake under thedirection | i) N® 
of the Boston Shoe Travellers. é } is 
& an 5 « 
ofr *W 
: 
in July 









Menihan Stocks the Winners 


MENIHAN’S In-Stock Department through its size, its skill in picking “winners” and 
through its prompt service has become the largest In-Stock Department of the Shoe 
Industry 
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“REGENT” ” 
= Grett Froese “DALLA” “RAYO” 
16/8 Ouban Heel Mode Pr Special Process 
B-432—white Kia $4.75 Nu Mo ocess 
B-472 — White, Linen suitable Perforation rough penshes eos Hoot 16/8 Cuban Heel 
for tinting. . -499— t camless Pump -488—White Kid. -25 
-434—Sand Kid. $5.00 ~~ Ring Lizard Tr Prim. m. $5.88 B-538—white Kid. $5.35. Bu492—Mat Kid. He 
n 8455 Black Faille (Crepe). ace— ~Met Ei with Gencine B-539—Patent Leather. $5.00 —s" Linen (Nu Mode) 
B-176 — Black Calf (Light — a 7 
Weight). 5 al 
B-54 White" Faille, suitable 
for tinting. $5.00 eee SC 
1n 
di 
of 
Ir 
Ww 
de 
Ul 
al 
“TREACLE”’ b 
‘pecial sroceee, , “REGENT” sl 
17/8" Tigh ‘uban Hee 
“ ” Perforation on Vamp punched Nu Mode papers “DEVON” a 
ey *m 20/8 H 
through 438—Larkspur Blue Kid Goodyear Welt re 
20/8 Heel B-480—Ali White Kid. $5.35 B- P 7 Leather Heel, Uskide Top Creased ri 
16/8 Ouban Heel Bo 1s0—-Mat K id. $5.25 Vamps fi 
iit a at K 
B so 25 Black Silk Moire. B-482 — Genuine White Buck ae - em Silk Moire. 5.00 B-478—white Kid. $5.50 
with Tan Calf Trim. $5.50 B-336—White Silk Moire, Sult- B-478—Black Kid. $5.25 1 
ear Rats” as Se BEpe gene Mle Boa Mabie or Mintng. @B-25" Parlor sale Yor Hor, 
$5.50 ol 
17/8 High Cuban Heel ti 
B-483—-Mat Kid with Patent it 
Leather Trim. $5.35 b 
} 
a 
Ww 
Vi 
tc 
b 
7 
n 
b 
“GLOW” ll 
Spectal Process “ACME” t] 
B-433—White Kid, $5.25 a aes ype b 
B-399 — Mat Kid with Gun 12/8 Covered Hoel, Uskide Top Spestel Procece 
Metal Perlustre Trim, 25 Velvet Finished Sole 18/8 High Cuban Heel | 
nd Kid with Beige 5/8 B-362—White Oalf Nurse Orx- B-486—Genuine White Buck- t 
Seles Trim. $5.25 B-442—White Kid. $5.00 ford. $5.25 skin, Tan Calf Trim. $5.25 ci 
d 
a 
SIZ 
P ES 
The Menihan In-Stock | ‘T'HE, MENIHAN COMPANY | 44....---05_ 5 ‘ 
Bulletin is sent weekly to 4% ¢ : 
all regular customers, In-Stock Department : 8 7 
avail y 4 of this R H T N Y U Ss A DF coscoceossed to 8 
: —_— rt Ot 7 ES ER Terms Net 30 Days Vv 
— by placing an oe ee eee See Twenty-five conte additional b 
ae ee Makers of Menihan Arch-Aid Shoes asia ye wg ae wae V 
v 
Pitteburoh Oftce See Page 87 for Additional Menihan In-Stock Stock Styles t 
W. 4. BARNBY New England Office f 
Chicago Office Now York Office Drapse Hore. Ban Francisco Office Cleveland Office p 
Masmstio Hore. 846 MaRBRivce BLpa. NORTHAMPTON, Mass. Piaza Hore. THE HoLLeNnpDsN Hore. t 
¥. J. SATEK B. W. MOYLAN BLLIOTT LA MONTAGNE Z. 8. KUSHINS A. F. JENES t 
t 
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NATIONAL NEWS 


SATURDAY, JUNE 7, 1930 





EVERY WEEK 








Chicago Shoe 
Men Optimistic 
as to Future 


CuicaGo (UTPS) — Although trade 
and industry continues quiet, with 
some lines improving and others declin- 
ing, there seems no lack of confidence 
displayed by the shoe trade in general, 
of a full recovery later in the year. 
In fact, even at the present time it 
would require very little quickening in 
demand to boost production and firm 
up prices. 

As the days slide rapidly by, with 
an ever increasing tendency for the 
business thermometer to continue its 
slow and painful progress upward, we 
are assured that the pendulum is in 
reality on the return stroke. With a 
rise of 1.3 per cent last week, business 
finds itself only 2 per cent below nor- 
mal for the season and the year. 

Admittedly, it is still easier to trot 
out unfavorable than favorable statis- 
tics, especially if comparisons are lim- 
ited to last year’s abnormal records, 
but for more than six months economy 
and retrenchment have been national 
watchwords. Production has been se- 
verely cut, spending curtailed, inven- 
tories allowed to run down, and so- 
briety has supnlanted recklessness. 
The proverbially dull summer months 
may not bring any pronounced upturn, 
but the trend promises to be upward 
instead of downward from now on and 
the whole complexion is likely to turn 
by fall. 

In contrast with the rest of the na- 
tion, Chicago merchants also have to 
contend with the serious problem of 
disposing of spring stock. Unseason- 
ably cold weather still clings tenaciously 
to this district and most retailers seem 
to have given up all hope of dressing 
their windows to conform to present 
demands. In general, their windows 
show all of the latest summer styles of 
woven sandals, linens, and white kid, 
but fur-coated passersby shiver and 
withhold their buying until 90 degree 
weather descends. 

However, one fact which seems posi- 
tive is that 1930 will see predictions 
fulfilled that linen will have an un- 
precedented vogue. Every display fea- 
tures a majority of fabric shoes, beau- 
tifully embroidered in stunning pat- 
terns and in natural or pastel shades 
of almost every conceivable color. 
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Indiana Studies Sales Tax 





Renewed Interest in This Form of Revenue Legislation May 
Impose Burdens on Merchants in Several States 


INDIANAPOLIS (UTPS)—The retail 
sales tax, as a possible adjunct to or 
substitute for the present general prop- 
erty tax laws of the State of Indiana, 
was argued recently at the Statehouse 
before the Indiana tax survey commis- 
s10n. 

Discussion of a luxury tax, a gradu- 
ated income tax and a limited general 
property tax was injected into the de- 
liberation of the conference by Judge 
O. B. Ratcliffe of Covington, Ind., who 
read a report prepared by a Fountain 
County tax study commission appointed 
by the circuit court. 

Alonzo H. Lindley, State senator 
from Kingman, and Joe Rand Beckett, 
State senator from Indianapolis and 
secretary of the commission, spoke as 
the champions of the retail sales tax. 
It was opposed by John F. White of 
Indianapolis. 

After reading a report recommending 





George Marott Comes to 
Rescue of Athletic Club 


Indianapolis, Ind.— George J. 
Marott, of this city, head of the 
Marott Shoe Store, again has 
come to the front for Indianapolis. 
It has been announced that a re- 
organization of the Hoosier Ath- 
letic Club will get under way at 
once following the sale of the 
club building to Mr. Marott. He 
purchased the structure at a re- 
ceiver’s auction for $110,305 and 
announced that he would turn it 
over to the club’s officials when 
the reorganization was perfected. 

Mr. Marott was one of the 
charter members of the club, 
which grew to nearly 2000 mem- 
bers and then went into the 
hands of a receiver. He said he 
did not expect to make a dime 
out of the proposition, but felt 
the good the club did the city was 
worth the effort to put it back 
on its feet. 
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a 1 per cent sales tax on luxuries and a 
graduated income tax, Judge Ratcliffe 
said that he would be opposed to a 
general income or sales tax for the 
reason that “it would increase the bur- 
den on the poor man.’ 

Beckett asserted that the sales tax, 
to his mind, would be the easiest for 
the people to pay, because, he said, they 
would be paying it whenever they had 
the money to make purchases and would 
not be forced to raise tax money at the 
end of the year. An estimate by the 
Indiana University school of commerce, 
he said, has placed the volume of an- 
nual retail sales in Indiana at $2,000,- 
000,000, which, at the rate of 1 per 
cent, would easily raise $2,000,000 for 
tax revenues. 

Senator Lindley said the sales tax, 
to his mind, was a more equitable tax. 
“It is impossible to violate the laws 
of economics without disastrous re- 
sults,” Senator Lindley asserted, “and 
that is what we are doing in Indiana. 
When taxes are collected on property 
alone, taxation increases faster than 
the value of the property, and today 
it has fifty times that.” 

With the majority of the commis- 
sion in favor of the retail sales tax law 
of 1 per cent on all sales, it is possible 
that Indiana retail merchants will soon 
be subject to this additional taxation. 
Several other States are also consider- 
ing it. 


Whites and Linens Favored in 
Birmingham 


BIRMINGHAM, ALA. (UTPS)—Ap- 
parently white will be a leading shoe 
color here this summer. Three out of 
four merchants interviewed declared 
that they expect a very big season in 
whites. 

O. L. Tidwell, of Nisley’s, revealed 
that whites would be one of the fea- 
tures at his store during the next few 
months and that they would be featured 
strongly. 

S. B. Levey, of the Guarantee Shoe 
Company, stated several months ago 
that he had bought heavily of whites. 
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When you call in the Central Store Plan man, you put the 

X-Ray on your store. You get a picture of your business 
that will show the cause of your major troubles. In 
nine out of ten stores—it’s too many lines. 


The Central Store Plan is a plan of CONCENTRATION-— 
CONCENTRATION of your buying so you can CONCEN- 
TRATE on your selling. The Central Store Plan has 
developed a great new idea for the progressive independent 

shoe retailer—SHOEMANSHIP. Ask us about it. 


R. E. Cressey of the 
Cressey Nu-Wae Shoe 
Company, Fairbury, Ne- 
braska, operating four 
stores, writes: 

““IT am for the Central 
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Store Plan 100%—it isan ff UY YY 
eye opener to the unini- Wf Yj f Yj 
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Pittsburgh Merchants Discuss 


Promotion Methods 


PirrspurRGH, Pa. (UTPS)—Ways in 
which the retail shoe business can 
better promoted, and sales talks fea- 
tured the May meeting of the Pitts- 
burgh Shoe Retailers Association, May 
23, when 40 members were guests of 
S. B. Levine in his Parisian Bootery, 
Hotel Roosevelt Building. Mr. Levine 
entertained the members at dinner in 
the Hollywood Restaurant, preceding 
the meeting at which President Harry 
Ritter presided. 

At the open forum on the present 
status and future of the shoe business, 
Al G. Schmidt said the success the re- 
tailer has over chain stores is due to 
the personal contact and service he can 
give his patrons. Bert Morrison of 
Morrison & Ritter, said those engaged 
in the shoe business must concentrate 
on its needs and services. Mr. Levine 
spoke on the women’s shoe business and 
said it can be increased by concentra- 
tion, as has been done in other lines of 
business. 

Plans were discussed for a picnic to 
be held July 17, at a place to be desig- 
nated later. William Kuh of Kuhl & 
Sons, was named chairman of the pic- 
nic committee. Others on the commit- 
tee are Al G. Schmidt, Bert Morrison, 
George L. Ludebuehl, William Laird, 
Jr., and S. B. Levine. 





Beige Colors Take Lead in 
Des Moines 


Des Moines, Ia. (UTPS)—Colors 
are “all the rage” in medium priced 
shoe stores, in the experience of V. E. 
Meline, manager of Crandall’s boot 
shop, Des Moines. By colors are in- 
cluded the various gradations of beiges, 
blondes and suntans, many of them in 
two-tone effects. 

White has shown some strength, but 
far behind the beiges, as a general rule. 
A sprinkling of patent has been noted. 
Also black kid, which was leading 
earlier in the season still has some de- 
votees, but is becoming less and less 
in demand each week. 

Linen shoes in both white and colors 
have shown some strength, but the 
amount of real summer weather al- 
lotted to Des Moines thus far has been 
small, which accounts for slowness in 
moving of these types. 


Discontinue Partnership 


SEATTLE, WASH.—The partnership 
between J. B. Critzer of Seattle, and 
C. R. Christensen of Wenatchee, Wash., 
doing business as co-partners at Wen- 
atchee under the name of C & C Boot- 
ery and at Seattle under the name of 
Olympic Slipper Shop, was dissolved 
as of May 15 by mutual agreement. 
Mr. Critzer becomes sole owner of the 
business at Seattle, and Mr. Christensen 
becomes sole owner of the Wenatchee 
store. 


A New Sandal 


WAKEFIELD, Mass.—L. B. Evans & 
Sons Co. is making a new sandal for 
playtime wear. The upper, of Roman 
pattern, is lashed to the insole with 
thongs of leather. 
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McElwain and 
Jones Thanked 
for Tariff Work 


Boston, Mass.—The directors of the 
New England Shoe and Leather As- 
sociation were luncheon guests of 
President William J. Fallon at the Bos- 
ton Chamber of Commerce rooms, May 
21, and took action on a number of 
matters of interest to the industry. 

Augustus H. Vogel, Jr., made a re- 
port as to the results of the recent 
spring meeting of the Tanners’ Coun- 
cil of America at Hot Springs, W. Va., 
and which was attended by a number 
of leading New England representa- 
tives of the leather trade. 

After hearing a report by Carlton 
R. Blades, chairman of the Associa- 
tion’s Tariff Council, the directors 
unanimously voted to instruct Mr. 
Blades to represent the association at 
the Interstate Commerce Commission 
hearing, June 16, on the question of 
continued control of the Sound Lines 
by the New York, New Haven & Hart- 
ford Railroad. 

Charles H. Jones and J. Franklin 
McElwain were given the official thanks 
of the directors for their effective work 
in behalf of protective duties on leather 
and footwear. 

It was also voted to place on record 
the association’s appreciation of the 
valuable services rendered to the shoe 
and leather industry by the late Her- 
bert F. French, for more than a 
quarter of a century the official auditor 
of the association. 





Hanan Opens Golf Section 


St. Lours—A new department has 
been installed in the Hanan & Son 
store located in the Frisco Bldg. Ac- 
cording to F. H. Maxted, manager of 
the store, a department devoted to golf 
togs for wear will be carried in this 
new store adjunct. The stock will in- 
clude hose, sweaters and golf acces- 
sories. 





Junior Shoe Shop 
Branches Out 


AN FRANCISCO, CAL. 

(UTPS)—The Junior Shop in 
the new 838 Market Street Store 
of Sommer & Kaufmann, San 
Francisco, is the scene of an in- 
teresting development—a young 
folks’ shoe department carrying 
quite a variety of novelties—of 
boys’ and children’s sweaters as 
well as young ladies’ sweaters; 
boys’ shirts and ties, pants and 
play suits; bathing suits for in- 
fants, boys and misses; misses’ 
riding habits; a small line of 
coats and hats to match for girls; 
and, of course, hosiery for boys, 
girls and children. 

A. J. Pettus is manager of 
the Junior Shop. The addition of 
the novelties is an experiment 
that is being watched by the 
firm. “Feeling our way,” Mr. 
Sommer expresses it. The pub- 
lic response has been very grati- 
fying to the innovation. 
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different sizes 
of Sport or Camp 
Boots in stock today 








io 
oD: 
D: 
D: 
D: 
CAMEL D: ONE 
LOG- D: of 
CABIN D: THE 
COFFEE 4 Five 
uc : STYLES 
BLACK 4 seal 
ELK ® 
D: 8 inch 
14 inch D: $4.60 
$5.70 a Gristle 
Leather fo 3 Sole 
& e; 
>: 
a fa: SEie>. 
Style 312 


Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 
WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 
Sizes Caried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 2'2-8 C and D—AIl Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA. 


Aurora Missouri 




































“Still Waters Run Deep”’—said a Wise Man years ago. 





That’s the Way With 


ELAMWAY 


(Flexible Cemented Soles) 


FOOTWEAR 


—just like any other great invention; little noise at the start, but a mad rush to 
“get aboard” after its success is proven. ‘“CELAMWAYS” are Proven! 


nut & me a2 oe oo ae 8 Ww ae 


At i ee i i i. 





OST shoe merchants are “hide bound”—stick to old methods and old ways greatly , 
CVU to their detriment. Those who accepted our guarantee that the Flexible Cemented 7 
Soles of ELAMWAY Shoes cannot come off are building up a larger and more profitable busi- , 


ness on shoes for Infants, | 
Children and the Larger | 
Children. 


NO NAILS 
NO TACKS 
NO STITCHES 


Perfectly Smooth and Flex- 
ible Soles That Cannot 


1 ! B3837—Patent; champagne kid top; 
Possibly Become Detached! annepn Guns temps a os 





B8078—Patent; champagne kid top; 
vamp trim; Elamway, 1-5. 


IN STOCK AT BEST WHOLESALERS 


If your Jobber hasn’t them write to Us and We'll see that you get Samples 
and without obligation to buy. We do not sell the Retail Trade direct. 





Modern Elamway 


- Ye Ancient Way 


ELAM 


@me() 


Trade Mark 


SOLES 


Lasted by the MECO 
LASTING MACHINE 


(Patented) 
Tacks, nails, pegs, stitches; soles that Delightful, easy soles that CAN'T come 
come off. Everything to make sore soles. off. No tacks, pegs or nails. 














F. S. ELAM SHOE CO., Ine. 


Factory A Factory B 
F. S. Elam, Manager Rochester, N. Y., U. S. A. Byron M. Elam, Manager 
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New Rubberized Fabric for 
Linings 


New York—“Newer developments in 
rubber-coated fabrics in particular 
have yielded certain products that are 
admirably suited to certain definite 
uses in the shoe industry,” according to 
an article by S. G. Byam, in Du Pont 
Magazine. “One of the more recent is 
a rubberized fabric for quarter and 
vamp linings. It is being used very 
successfully and is meeting the various 
conditions of service economically and 
practically. The material produced for 
this purpose is known as Pontan.” 

In order to develop successfully such 
a product as this, it was necessary first 
of all to determine the chief require- 
ments or characteristics that a satis- 
factory quarter lining should have, Mr. 
Byam explained. These are appear- 
ance, economy, workability and wear. 

Pontan is built of a specially con- 
structed fabric which had not pre- 
viously been used by rubber manufac- 
turers to any great extent. To this 
fabric base a special rubber coating is 
applied in such a manner as to give it 
properties resembling leather. Because 
of its special construction the coating 
has excellent wearing qualities and the 
tendency to peel is practically elim- 
inated. 

Pontan, generally speaking, looks 
like leather to the casual observer. It 
is made in similar colors and has a 
slightly fibrous surface not unlike 
some leather. When wrinkled or 
crushed, it takes on an even more 
leather-like appearance due to the 
grain-like creasing that develops. This 
quality of appearance is of prime im- 
portance, for a quarter-lining material 
must look like leather in order to be 
practical for use in shoes. 

Such a product must also be econom- 
ical, or the shoe manufacturer cannot 
afford to use it. Pontan is economical 
not only because its square-foot price 
compares favorably with that of the 
cheapest sheep skin that might be used, 
but because it comes in full-yard 
widths, is uniform in texture and qual- 
ity and cuts to about 25 per cent better 
advantage than skins. 

A further recommendation of this 
type of material is its workability, or 
the ease with which it can be manipu- 
lated in the factory when being built 
into the shoe. Factory operators usu- 
ally work on a piece-work basis, and 
are therefore particularly interested in 
this quality; they will not favor any 
material that will retard their speed. 
This quality of workability is closely 
allied with economy, but goes more 
fundamentally into the building of the 
shoe itself. 

Pontan does its work well. It has 
the firmness of good leather which per- 
mits it to lie smooth in the shoe. It 
has a back that has similar character- 
istics to the flesh side of a skin, thus 
permitting ready pasting to the coun- 
ter, and it has just enough plasticity 
and stretch to conform smoothly to the 
surface of the last and counter. 

Pontan was developed and is being 
manufactured by the Fairfield branch 
of E. I. du Pont de Nemours & Com- 
pany, Inc. It will be distributed to the 
shoe industry exclusively through the 
United Shoe Machinery Corporation, 
140 Federal Street, Boston, Mass. 
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Nashville Shoe Retailers 
Hold Banquet 


NY 4gerass, TENN. (UTPS) 
Members of the Nashville 
Shoe Retailers’ Association enter- 
tained their employees at their 
fourteenth semi-annual banquet 
Tuesday evening, May 27, at 
Woodmont Country Club. Mor- 
ris Ellis, president of the associ- 
ation, served as toastmaster. 

All stores belonging to the as- 
sociation closed at 3 o’clock in 
the afternoon in order that the 
members and employees could at- 
tend the golf tournament sched- 
uled to precede the banquet. 

H. H. Young, J. D. Gillis and 
O. H. Manss formed the commit- 


tee on arrangements. The at- 
tendance committee was Gus 
Godfield, R. C. Barr and A. 


Meadors, Jr. 











Berlin to Have International 
Leather Fair 


NEw YorK—For the first time in its 
history the city of Berlin is inaugurat- 
ing an International Leather Fair, 
scheduled to open September 18th. All 
the various branches of the German 
leather industry, in cooperation with 
the Exhibition Fair and Tourist De- 
partment of the City of Berlin, have 
united to organize and “put over” this 
fair. F. A. Gecks, in charge of promo- 
tional work for the event in this coun- 
try, has offices at 665 Fifth Avenue. 
He is United States representative in 
charge of the City of Berlin Fair and 
Tourist Office. 

The city of Berlin has been striving 
for years to become a decisive factor in 
Central Europe for Trade Fairs and 
Exhibitions. The city has purchased 
considerable acreage and has _ con- 


structed vast permanent buildings des- | 


tined to house exhibitions and trade 
fairs of all kinds. 

In the forthcoming exhibition, which 
takes place from September 18 to 21, 
it is the intention of the German 
leather industry and all its allied 
branches to demonstrate its interna- 
tional importance. The exhibits will 
occupy the four largest exposition 
buildings. One entire hall will be de- 
voted to shoes, children’s shoes, wo- 
men’s stylish and everyday shoes, men’s 
shoes, sport shoes and working shoes. 
Another hall is devoted to leather, in- 
cluding leather goods and supplies for 
the leather industry. 


of shoes and all kinds of leather goods 
are housed in a third building. In an- 
other hall leather, artistically fash- 











The latest ma- | 
chines and tools for the manufacture | 


ioned by all nations in the course of | 
centuries past, is shown and its rela- | 


tion to style displayed. 





New Stitechdown Firm 


LYNN, Mass.—The Lynn Shoe Co., 
recently incorporated, is starting to 
make small stichdown at 479 Union 
Street, Lynn. The firm is made up of 
Leonard DeF. Plummer, Herbert R. 
Manley, George J. Gregory, Jr., and 
Charles E. Mercier, all practical Lynn 
shoe workers. 
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La Salle 
















017 Tan (Mellow) Calf eon 
018 Black (Mellow) Calf....... 


Wall 
Street 


014 Black (Mellow) Calf, Folded Tip...$4.50 
033 Tan (Mellow) Calf, Pinked Tip.... 4.6 
034 Black (Mellow) Calf, Pinked Tip... 4 


Wall Street 
Blucher 







04 Black (Mellow) Calf..........++++- > 
$04 Same as above with Arch Support 
— er 4.85 


05 Benz Brown Kid... 4.85 
06 Black Ruby Kid........ 4.50 
Combi- 
nation 







060 Black Ruby Kid, Calf Tips........ $4.50 
$060 Same as above with Arch Suppo 
BOD. kodsenasescvosensssoess 4.85 
065 Bens Brown Kid........- 4.85 
080 Black (Mellow) Calf... 4.50 
085 Tan (Mellow) Calf.. 4.60 
Ortho- 
pedic 





070 Black Ruby Kid, Calf T ips......$4.50 
$070 Same as above with Arch Support 

TS ccosnonskupsesccesadeuws $4.85 

075 Benz Brown Kid..... . 4.85 

095 Tan (Mellow) C alf. 4.60 





2% 20 Days, 30 Days Net 


Terms: 


MUSEBECK 
SHO, COMPANY 


DANVILLE, ILLINOIS 
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Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 






















** 


RADE ONLY” 


EAST WEYMOUTH.MASS. U.S.A. 











The 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Le aaa ll 

















eee 8c mes 031i 
BION F- REYNOLDS CO ™- BROCKTON MASS 





Tus 


SHOE 


(P).. A. PACKARD CO., Makers 
BROCKTON 








NETTLETON | 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
EE 



















Fewer Women Demanding 
Small Size Shoes 


St. Paul, Minn. (UTPS)—T. F. 
Swan, manager of the Emporium 
store shoe department, makes a 
note that women’s ideas have 
been changing in regard to sizes 
in shoes. 

“Women ask for a certain type 
of heel sometimes,” said Mr. 
Swan. “They want a particular 
shade, or a strap shoe or a pump, 
but other than requests for com- 
fort their demands are few. As 
a result shoe styles run to longer 
vamps and narrower widths. The 
feet are not getting larger, but 
the foot space is distributed dif- 
ferently. The range from 4 to 8 
has become 5 to 9, and a 7B is 
the average foot. Women who 
used to wear a 6 find increased 
comfort in a 7A. With the re- 
vival of the fitted dress high 
heels are more and more pop- 
ular.” 

















Knitted Shoe Jackets Useful 
| Accessories 


BostoN—Shoe merchants and buyers 
have discovered a highly profitable ac- 
cessory in a knitted shoe covering or 
jacket to protect shoes in the wardrobe 
of the traveler. 

This product, developed by a Massa- 
chusetts manufacturer, has attained a 
definite place in the accessory depart- 
ment retail and shoe divisions of de- 
partment stores throughout the coun- 
try. 

Suggestive selling on the part of the 
retail salesmen has revealed this acces- 
sory as that something that has been 
long needed in the industry to protect 
footwear when packed for travel, or in 
the case of women’s footwear to pro- 
tect the latter from dust and dirt when 
put away for future use. 

These shoe jackets are constructed so 
that they fit snugly over men-size 
shoes, eliminating the need for paper 
or other wrapping and eliminating all 
foot prints on clean shirts and other 
clothing in the over-night case or gen- 
tleman’s bag. They are particularly 
useful in the vacation season. 

They are made in six color combina- 
tions to suit every taste. 





Change in Wholesale Firm 


NEw York.—Dryzer & Rosenberg, 
131 Duane Street, New York City, 
wholesale distributors of women’s 
novelty footwear, recently announced 
the withdrawal of Murray M. Rosen- 
berg from the firm. 

Harry Kronig, who has been with the 
firm since the establishment of the busi- 
ness, is now vice-president and treas- 
urer of the new firm of Dryzer & 
Kronig, headed by Max Dryzer and op- 
erating from the same headquarters. 





Indianapolis Store to Move 


INDIANAPOLIS, IND. (UTPS)—The 
J. C. Hart Shoe Company, 123 North 
Pennsylvania Street, will move to the 
Circle Tower building, at Market and 
the Monument Circle, as soon as dec- 
orations and fixtures are ready. 
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Canadian Shoe Production 
Shows Decline 


MONTREAL—The total quantity of 
footwear manufactured in Canada dur- 
ing March, 1930, amounted to 1,594,865 
pairs, an increase over the preceding 
month of 148,255 pairs, but a decrease 
from the month of March, 1929, of 
117,987 pairs. Footwear made in sizes 
for women accounted for 44 per cent of 
the total output for March 1930, and 
footwear in sizes for men, for 29 per 
cent. The remaining 27 per cent is 
divided between the classification of 
“boys and youths,” “misses and chil- 
dren’s,” and “babies and _ infants.” 
Statistics of production according to 
classifications of size and process are 
given in tables 1 to 4 of the present 
report, and of total production, month 
by month, for the years 1926 to 1930, 
in table 5. 

The production of leather footwear 
during the three months ended March 
31, 1930, totaled 4,274,796 pairs, com- 
pared with 4,637,707 pairs for the cor- 
responding period of 1929. 

The imports of footwear with leath- 
er, canvas and felt uppers, during the 
month of March, 1930, amounted to 
123,146 pairs, compared with 74,401 
pairs in February and 130,222 pairs 
in March, 1929. Imports from the 
United States made up 63 per cent of 
the total for March, 1930, and imports 
from the United Kingdom, 24 per cent 
compared with 56 per cent and 29 per 
cent respectively in February. The ex- 
ports of Canadian made leather foot- 
wear totaled 9,381 pairs, compared 
with 13,777 pairs in February and 11,- 
612 pairs in March, 1929. 





To Stimulate Tennis Shoe 
Sales 


LOUISVILLE—The Boston Shoe Store 
is putting on an interesting contest 
for boys and girls to stimulate sales 
of tennis shoes at the beginning of 
the season. The sum of $85 is offered 
in prizes for the best letter telling 
“Why You Like to Wear Tennis Shoes 
in Summer.” The contest lasts from 
May ist to May 31 and is restricted to 
letters from children under fifteen 
years of age. A bicylcle, a wall tent, 
a steel tennis racquet, a Kodak and 
ten pairs of tennis shoes are the prizes. 

The idea is proving popular with the 
boys and girls of Louisville, the firm 
having received over twenty-five let- 
ters on the second day after the adver- 
tisement appeared in the local papers. 
Sales jumped accordingly, the number 
of tennis shoes sold on the Saturday 
following the advertisement showing 
about a twenty-five per cent increase 
over the same date last year. 





Son to Manage Carman Store 


BARTLESVILLE, OKLA.—The will of E. 
C. Carman, proprietor of the E. C. 
Carman Shoe Store here, who died 
April 28, left the entire estate to his 
widow, Effie May Carman. It is the 
intention of Mrs. Carman to continue 
the business, with Ralph K. Karman, 
son of the deceased, who has been in 
charge of the store for more than ten 
years, as manager. 
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This young 
man’s 1ob 
grew with him 


S THERE any chance for you in your present 

job of a profit-sharing partnership? With the 
J. C. Penney Company this chance is a sure 
thing for the kind of man we want. 


J. L. Croft saw this sure chance 


“Six years ago I was attracted to the J. C. 
Penney Co. by their liberal plan of co-partner- 
ship. In 1927 I was appointed manager of a store. 


“T have never been connected with a company 
that does as much for their men as the J. C. 


“Do you feel bigger than your job? 





















J. L. CROFT sees a wonderful opportunity here for young men 


But this is not a Primrose Path 





Penney Company. I never know when to stop 
talking about the wonderful opportunities of- 
fered here to worthy young men. Nor do I 
know of another company where one can attain 


There will be long hours of hard work. We de- 
mand enthusiasm and unflagging interest in 
the progress of this Company of which we are 
all so proud. But in our ranks you will win 


financial reward and at the same time have the 
satisfaction of helping others to reach their goals. 


“Tf one is willing to work, there is no limit to 
the heights he may attain, for the 
men are advanced as rapidly as 
they are ready and capable of 
shouldering new responsibilities.” 

J. L. Croft has reached a posi- 
tion that carries prestige in his 
community, and a financial reward 
that secures him forever from the 
fear of failure. 

Each of our managers enjoys a 
substantial annual income from 
his salary alone. And to this is 
added the manager’s own share of 
the profit his store earns . . . the 
dividends from the J. C. Penney 
stock which he is privileged to buy. 


fod t 


J.C-PENNEY 
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—you will be a success like J. L. Croft. 


Applicants for these positions must be well 
educated, familiar with the dry goods, shoe or 


i 





The J. C. Penney Company is ex- 
panding every year. We are look- 
ing for ambitious young men to 
train for managerships in them. 
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clothing business, between the ages 
of 21 and 35 years. They must have 
clean records. We want men like 
J. L. Croft. If you can meet these 
standards, let us hear from you. 


Get in touch with us now if you feel that you are 
the kind of man we want. Ina few years you may 
achieve your life’s ambition . . . may enjoy pros- 
perity you never expected to achieve. Write to 
J. C. Penney Company, Inc., Attention Mr. J. D. 
Keyes, Room 1703 W, 330 West 34th Street, New 
York, N. Y.; or Attention Mr. E.M. De Moss, Room 
1351 W, 400 S. 14th Street, St. Louis, Mo.; or 
Attention Mr. Wm. H. Dayton, Room 1323 W2, 
Russ Building, San Francisco, California; or At- 
tention Mr. A. M. Walters, Room 1125 W2, Perrine 
Building, Oklahoma City, Oklahoma. 
Adv. 
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Men’s Shoes 
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“A MAN’S DECISION” 


THE AW/; 


SHOE “hs 


Boston—183 Essex Street — Shoe Co 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Shoes 
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Ultra-Smart Sandals 


Complete color 
combinations 


Unusual 
Profits 
Write direct sea 


BIARRITZ SANDALS, IN 
33 West 27th St. New York 














CUSHION SHOES 





FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 


Shoe Forms 


86 8 hh re 


for Shoes and Hosiery 


made of white, 
transparent or colored 


: FE FAIRYLITE 
Shoe Form Co., Ine., Auburn, N. Y. 
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WHERE TO BUY 


Sport Footwear 








ll eed 


BASS MOCCASINS 


FOR MEN AND WOMEN 
‘The Sports Footwear 


4, that Cemfort demands and 
Fashion endorses 
m G.H.Bass & Co. wicron.ne. 

















Paris Prefers Classic Lines 


[CONTINUED FROM PAGE 39] 


lizard with a lighter shade of the same 
for uppers and heels. These oxfords are 
made for wear with the new tailor 
suits. For less mannish ensembles 
Greco has classic pumps of reptile or 
plain kid, reptile trimmed. For eve- 
ning there are crépe de chines to 
match the frocks, sandals or pumps. 
Buckles are used on nearly all the new 
pumps, and they are dyed to correspond 
with the jewelry. 

Preziosa has a full line of delightful 
pumps for day wear in all fashionable 
spring colors, plain kid with a set-in 
tongue effect pointing down on the 
vamp-throat, of a contrasting kid, 
throat border and heels match this 
tongue; the same idea is done in crépe 
de chine with embroidered rhinestones 
forming the tongue. Black lizard 
shanks and quarters have white kid 
vamps, white throat border and white 
heels. A black and white buckle trims 
the vamp-throat. Black patent shanks 
and quarters have white lizard vamps; 
black, white bordered enamel buckle. 

Célia is showing white kid oxfords 
with vamp and uppers cut in one, black 
patent winged tips on vamps and quar- 
ters, patent spike heels, and white kid 
with brown winged tips on classic ox- 
ford lines. Grey lizard is trimmed with 
pastel blue kid; black antelope has three 
narrow bands which form a saddle strap 
fastened on the outside shank with tiny 
silver buckles, the heels at the quarter 
joining are bordered silver. Evening 
shoes at this house are of crépe de 
chine, and are trimmed with matching 
kid instead of the usual gold or silver. 
But the real novelty is a brown and 
beige rather high oxford made of hand 
woven kid (tressé, as the French say), 
three-quarters of the shank and vamp 
are of the woven kid, quarter instep and 
upper shanks of plain beige; the heels 
are brown, and heel seam, shank and 
quarter joining, as well as the throat 
are trimmed with the Serbian stitch in 
brown. This kid is very closely woven 
and as solid as any leather, so there is 
no danger of the shoe losing its shape. 
The model is being duplicated in navy 
and light blue, white with black em- 
broidery, and black patent with white 
lizard. 

The scintillating hand woven tissue 
of Marouf remains the real novelty for 
evening. Gold and silver are now being 
trimmed with kid in any bright color, 
such as red with gold, blue with silver, 
etc. Scintilla in a lovely pastel blue, 
closed sandal, has borders, double 
straps passing under bands that come 
from side-vamp soles to throat and 
down to shank, bands from shank up 
and around throat on quarter and heels 
of pastel blue kid satiné. 

One of the spring novelties is to have 
shanks and upper fronts of the suit ma- 
terial, naturally some of the tweed 
family, with vamps, quarters and heels 
of kid matching the darker color in the 
material. Navy blue kid have blue and 
white tiny check cloth shanks and up- 
pers, demi-oxford model, with two tiny 
bands of kid crossing from quarters to 
vamps. Purple kid closed sandals have 
bands on quarters and shanks, ankle 
straps and heels of a darker shade of 
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purple kid. Black patent and white kid 
are made in a low oxford laced on the 
outside vamp, near shank; lower part 
of patent, perforated where it joins the 
white (see illustration). Hand woven 
string sandals have triple saddle straps, 
heels and narrow throat border of 
bright blue kid. Winged tips, borders, 
straps and heels of red kid are com- 
bined in another white string model 
(see illustration). The same idea is 
used with beige string and brown kid, 
cork soled tennis shoes. 

The one important novelty in leather 
for men as well as women, comes from 
a bootmaker in Scotland, who makes 
for the English Court, and is known as 
tweed-leather. I have just seen a pair 
of walking oxfords in blue flecked with 
white—it is a perfect imitation of 
English tweed. It is not yet on sale in 
the Paris leather market, and probably 
will not be until autumn, as the boot- 
maker of Scotland has the exclusive 
rights to it at present. As it is beauti- 
ful, and has wearing qualities, as well as 
being absolutely new, I mention it for 
the benefit of up-to-date American shoe 
manufacturers who are on the look-out 
for something new, even though it may 
not originate in Paris. The leather is 
dyed in all the smart colors—I have 
seen samples of two shades of blue, two 
browns, red, wine, grey, and bl«ck. 

Julienne has several novelties in sum- 
mer shoes “pour la ville” (city wear), 
in white trimmed with brown. A rather 
complicated model, complicated as to 
straps, is of white kid, brown trimmed, 
brown heels, with small brown flowers 
painted on the white (see illustration). 
For dressy afternoon wear there are 
various strapped models in_ black. 
Brown patent trims beige kid, brown 
kid, and white kid. Madame Julienne 
considers bright blue smarter than red 
with black or white. Black lizard takes 
the lead in shoes for general hard wear. 
Black lizard pumps have throat binding 
of white, narrow band of lizard bound 
with white passes from inside shank 
around throat to outside vamp where it 
ends in a flat bow effect. This is the 
classic model, in whatsoever kid or 
color for ordinary morning or afternoon 
city wear. 


English Following American 
Styles 


SYRACUSE.—It will be of interest to 
stylists of men’s shoes to know that 
they do not now have to look to En- 
gland for ideas in patterns and lasts. 
“On my recent trip to Europe, just 
completed,” noted H. W. Cook the 
other day, “it was of real interest and 
especial pleasure to find that the En- 
glish made shoes are rapidly changing 
to closely resemble American made 
styles: As an American one cannot 
help but take pride in the products of 
his own country as he observes in the 
finest shops on Regent and Bond 
Streets, London, English made shoes 
of typical American styles. This is a 
decided compliment to the American 
producers of fine shoes for men.” 
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“Gym Foot” 
“Golfer’s Itech” 
“Athlete’s Foot” 
Itching Toes 


Ringworm on the feet and 
between the toes 


HIS is the most prevalent of all skin diseases. 

Nearly one-half of all people have it, but it is 
especially common among athletes, golfers and those 
who frequent public beaches, showers and pools. It 
is caused by a fungus infection and is often mistaken 
for eczema. 

It is a most annoying disease, causing a softening, 
whitening and peeling of the skin and intense itching 
between the toes, on top of the toes and on the soles 
of the feet. This condition, if not treated at once, may 
spread to ankles and other parts of the body. 

» Thisinfection stubbornly resists most treatments, but 
all symptoms quickly disappear under treatment of Dr. 
Scholl’s Solvex—a specially prepared ointment which 
effects a complete cure of this and similar conditions. 


Wholesale 
$2.00 


a Dozen 


a a 


Dr. Scholl’s Solvex 


Itching F eet— 








Thousands of people in your community are sufferers 
of this most annoying foot condition. 


Stock up on Dr. Scholl’s Solvex now and 
keep it displayed. You'll make immediate 
sales and a fine profit. Nationally advertised. 

THE SCHOLL MFG. CO., Ince. 
213 West Schiller Street, Chicago 
62W. 14th St., NewYork 112Adelaide St., E., Toronto 


Retail 
$100. 


a Jar 





Mail This Coupon Today 





An attractive three color Window 
Display Card furnished free with 
each dozen order of Dr. Scholl’s 


Solvex. It’s a real sales producer. Address... 


City... 
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THE SCHOLL MFG. CO., Inc., 213 W. Schiller St., Chicago 


62 W. 14th St., New York 
Please ship us.............. dozen jars of Dr. Scholl’s Solvex at $8.00 a dozen. Include 


in this order window display card. 


es icusi oan 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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In Brown-Black and colors. 
Combining style with com- 
fort. Produced by the 
manufacturers of 


oriLbee, 
Samples and prices i Se 


on request known. 
SWAN SHOE CO., Inc., Baltimore, Md. 
Manufacturers 
Mew York Offee—Room 551, 


IN-STOCK 
MEN’S OPERA 
SLIPPERS 


Marbridge Bidg. 





Take advantage of the 

finest quality line at 

exceedingly low prices in 
these 


unusually 


pair cases 


The Norridgewock Shee Ce., Inc. 
NORRIDGEWOCK, MAINE 


ceeeeen Orr 


Terns oniy— 
Osea’ ™ IN STOCK 





Ne. 434—Tes 
Kid Byverett 
$2.68 





L. 8. EVANS’ GON 00., Wakefield. Mass. 
eoeccccccoooooe(.) 


PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


ra A 


High Grade Turn Mules and D’Orsays 








Catalog 
sent on 
request 





To Feature Display Equipment 


NEW YorK—A large number of ex- 
hibitors will feature displays at the 
Display Arts and Fixtures Exposition, 
to be held June 9-12, inclusive, at the 
Hotel Pennsylvania by the New York 
Metropolitan Display Men’s Club. Dis- 
plays, the list of exhibitors shows, 
will include forms, decorative lamps, 
wrought iron fixtures, mannequins, wax 
figures, window photographs, fashion- 
able valances and draperies, modern 
window backgrounds and accessories, 
artificial flowers and examples of the 
latest in modern Parisian figures. 





Shooting at the Moon 


[CONTINUED FROM PAGE 47] 


hurdred dollars’ worth a year. People 
simply don’t come here naturally for 
ballets. Yet we think we can’t possi- 
bly keep store without a full stock of 
them. The effort we put on them is 
way out of all proportion to the vol- 
ume. Without them we would make 
more money through less volume. 

“The ‘on their toes’ retailers are 
busy eliminating the non-essentials 
and concentrating on the things for 
which they have a profitable, not an 
occasional, demand. ; 

“Here’s another example of shooting 
at the moon. The word goes round 
that Mrs. La De Dah, the town’s social 
queen, bought a hundred dollars’ worth 
of shoes at one sitting at the Bootery. 
Immediately half the shoe men in town 
tear their hair and cry, ‘I’ve been 
asleep! There are dozens, hundreds, 
yes, thousands of big buyers among 
the upper crust in the Social Register 
who never come near this store. No 
reason why I shouldn’t get my share 
of that business.’ 

“So they buy some high priced shoes 
that don’t belong in their stores.. They 
send out some high priced letters to 
the elite who don’t belong in their 
stores either. They make more fuss 
and commotion over every nair of fif- 
teen dollar shoes sold to the blue 
bloods than over a dozen pairs of 
seven fifty ones sold to the common 
people. 

“You know the answer, Charley. 
Wherever a store goes out of its nat- 
ural sphere to do some _high-price- 
moon-shooting it has to use a lot of 
red ink to make the books balance. A 
lot of shoe men are breaking their 
business backs playing up to the bank- 
er’s daughter when they should be 
catering to the motorman’s wife.” 

Charley Bowman shook his head. 
“You talk as though you considered 
volume a liability instead of an asset. 
That’s an unheard of notion.” 

“Not just that, but I can’t help 
thinking of certain recent pathetic 
cases of volume worshipping. Just 
lately I have seen several good sub- 
stantial shoe men who have spent a 
life time building up successful busi- 
nesses go off on sudden wild sprees of 
expansion that ended in bankruptcy. 
Just one shot at the moon of big vol- 
ume can undo thirty years of sensible 
hard work. 

“Too sudden an increase in volume 
is bound to be a liability unless there 
is increased capital also. You can’t do 
$200,000 on the same capital that car- 
ries a $106000 business nicely. The 
fellow who tries it will find he has to 
buy more shoes than he can pay for. 
He’ll be asking for one extension after 
another, with the sheriff on his hee's 
all the time.” 

“Now, Dad, you don’t sound ra‘ural. 
If I didn’t know you better I’d say you 
were just an old man gone sour on 
progress.” 

Jim Bowman smiled. “Then I’d bet- 
ter explain myself more clearly. I sin- 
cerely hope you remember all your life 
that expansion has ruined more mer- 
chants than it has made. They all 
want to plunge up rather than work 


p. 
“Every day we see some big scale 
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success played up in the head lines. In 
our awe and envy of those big fellows 
we are so apt to forget that there are 
thousands of small scale successes who 
never make the front page. They are 
industry’s backbone. 

“But a big scale success never grew 
out of a small scale failure. On_ the 
other hand, many a big scale failure 
originated in a small scale success— 
who began shooting at the moon. 

“The ambition for expansion is en- 
tirely proper provided it is equipped 
with the brakes of common sense and 
mathematical probability. 

“I’m heartily in favor of bigger vol- 
ume—but as a secondary thing. The 
first consideration is to so organize the 
business that it will make a profit on 
present volume. 

“The most dangerous situation is to 
get into such a fix that bigger volume 
is compulsory. That volume may not 
come before it’s too late, and 
The little boy who shoots at the moon 
too often loses his arrow.” 


Robert S. Cook Elected to 
Nettleton Board 


Syracuse, N. Y.—Robert S. Cook, 
son of President Henry W. Cook, of 
the A. E. Nettleton Co., Inc., has been 
elected a member of the board of di- 
rectors. He is the youngest director 
of the Nettleton corporation. He grad- 
uated from Yale University with the 
class of 1929 and he became associated 
with the Nettleton company last Sep- 
tember. 

Robert Cook represents the third 
generation of the Cook family to en- 
gage in the manufacture of shoes. His 
father is a former president of the Na- 
tional Boot and Shoe Manufacturers 
Association and is widely known as 
one of the most aggressive and success- 
ful men in the craft. His grandfather, 
the late Miller Cook, of Whitman, 
Mass., was one of the early pioneers 
of modern shoemaking methods, and 
fifty years ago operated one of the 
most successful factories in New En- 
gland. Young Mr. Cook has made 
three trips to Europe and already is 
well known throughout the industry. 
He is actively engaged at the factory 
in the selling, administration and fi- 
nancial departments. 


Men’s White Shoes Popular 


ROCHESTER, N. Y.—A manufacturer 
of men’s shoes is the author of the 
statement that this is the “largest 
sport shoe year” he ever knew. And 
the surprising part of it to him is that 
the shoe in greatest demand is an all 
white buck with rubber sole. He 
added that sport oxfords combining 
black and white and tan and white, as 
well as. other color combinations, are 
being worn by men who heretofore 
have worn nothing but conservative 
styles. Sport shoes are not now con- 
fined to the golf links or country clubs, 
but are being worn on the streets, for 
motoring and even at daytime social 





affairs. 
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. . WORTHY 
OF THE FINE 
NAME THEY 


NS EFFORT has been spared to make these fine spats even 
finer. Styled by eminent English spat authorities, every 
detail of cut, fit and tailoring is done with the skill and finish 
that marks them with distinction worthy of the fine name they 
bear. Through sheer merit alone, BOND STREETS have be- 
come America’s best known, most demanded spats. 


Even more unique this year than last, BOND STREET adver- 
tising for the 1930 Fall and Winter season will drive home the 
importance of fit and comfort...will point out the difference 
between BOND STREETS and just spats. If you are interested 
in a line of unquestioned merit, a wide retail price range from 
$1.50 to $5.00, consumer acceptance and demand, merchan- 
dising cooperation and availability...you’ll want the BOND 
STREET line this year. Write for details. The Williams Mfg. 
Company, Portsmouth, Ohio, U.S. A. 
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BOND STREET 
ADVERTISING 


This year’s program (the 

biggest and most unique 

spat campaign ever 

launched) will include 

interesting and timely 

weekly radio broadcasts 
over a national hook-up, a consistent 
and effective schedule throughout the 
season in The Saturday Evening Post 
and Vanity Fair, new, attractive pack- 
ages, window and counter cards and 
other merchandising helps and 
suggestions 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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Boudoir Slippers In Stock 
UNUSUAL VALUES 


805 SWor. 


“Every Pair 
uaranteed’’ 
SCHWARTZ & vance INC, 
Specialists in Comfort Ballet 
241 No, 11th St., P fiusdenee” Pa, 


MEN’S FINE 
HAND TURNED 
eee 
Prices from 


$2.15 to $3.50 WwW. 8. sielaie A SONS 
Haverhill, Mass. 
Room 501, Statler Bldg. 








Boston Office: 


Soft Sole Slippers 
Colors in Stock 
75c. $1.25 $1.85 
Send for 
Samples 


STAR FOOTWEAR MFG. CO. 
50-54 Ne. Fourth St., Philadelphia 
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* KENDALL * 
sLirrie |] 


yous BEST CUSTOMERS 
MONEY MAKER 
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In Black 
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or MD, FOR, Coloyian 
Dept. C 











* KENDALL SHOE COMPANY 


* 


HAVERHILL, MASS. 
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WHERE TO BUY 


Women’s Novelties 


All leather imported Osecho Senéale 
72 pair of a Ce See Saree each 


of moulded Sed ‘Berts, and 
MeKay, can be _ ws fer your 
lew York. 
IRWIN W. DAVID, General Monager 
THE R. STERN ©O., 303 Fourth Ave., New York 
Direct factory representatives 





Will the Family Shoe Store Survive? 


[CONTINUED FROM PAGE 37] 


It is a physical impossibility to try 
to memorize what has been bought. 
Manufacturers’ duplicate sheets help 
some but even then something is likely 
to go “blooey;” so there are sure to be 
lines on the shelves that are unneces- 
sary and there are sales missed that 
should have been made. 

So necessity again became _ the 
mother of invention and the Style Buy- 
ing Guide was born. It has come to be 
regarded as one of the most useful of 
the store’s records. 

The women’s stock was divided into 
four major price groups, viz: $6.00, 
$8.00, $10.50 and $12.50 and up, then 
the subheads of these groups were 
further divided, until a complete 
balanced stock was charted out on 
paper. A complete workings of the 
$6.00 price group chart is reproduced. 

This is the handiwork of the young- 
est son, Edwin M. His explanation 
follows: 

This chart represents a graphic pic- 
ture of women’s shoes in a given group 
($6.00) after the buyer believes him- 
self fairly well covered as to all his 
needs in said price group at the begin- 
ning of a season. 

In other words, it places before him 
an outline of what he has bought, so 
showing to him where he is weak,— 
his number of styles in high heels as 
compared to low heels—number of 
straps as compared to pumps—and his 
proportion of blacks to colors. 

It also shows the buyer that in this 
particular price group he has already 
bought ten styles in colors in high 
heels, embracing the so-called “chicken 
shoes” for the young girl and nine in 
black in high heels. Thus, at a glance 
he knows that more colors than black 
is not the best ratio at any time and 
yet he sees no way to eliminate any 
of the patterns in colors. Therefore, 
in looking over the black shoes (high 
heels) in the young girl’s group, he 
wonders whether he has covered this 
field intelligently enough. He then 
sees two styles in black kid in a high 
heel to show a young girl who is in the 
market for a black kid high heel strap 
slipper—maybe that is not enough. As 
a result, he jots down on the “buyer’s 
guide sheet” to be on the lookout for 
another unusual pattern in a black kid 
strap slipper to sell for $6.00. 

Now from another angle the sum 
total of the high patterns already 
bought in black oh, for example, is 
fifteen styles as compared to eleven in 
Cuban or Junior—Spanish heels. Thus, 
he can tell that in all probability he is 
a little too strong in high heels, and 
possibly could better prepare himself 
in the lower heel group. He then 
studies what he has bought in the 
higher heel group and notes that he is 
adequately covered to start off the sea- 
son in high heel black shoes. He makes 
such notes on his buyer’s guide not to 
buy any more shoes in this group. 

As a consequence, he then studies 
his black low heel group and finds that 
he has only two black pumps bought 
for the young girls on a lower heel. He 
sees also, that he has no patent pumps 
in this field at all. A notation is there- 
fore in order to buy at least one good 
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looking pattern in patent, suitable for 
a young girl. 

And thus, he goes on studying his 
situation in other price groups ar- 
ranged much in the same fashion as 
the one indicated. Study is made to 
test those places where there seems to 
be too many similar types, and in other 
places where a weakness is apparent. 
In other words, he gets a close-up view 
of how well prepared he will be when 
the Spring buying starts. 

This same system is worked out on 
the men’s and children’s stocks in a 
less degree, for the danger of an un- 
balanced stock is not so great in these 
departments. All buying is based on 
the generally accepted budget system, 
that is, so many pairs in certain grades 
and types sold last year, therefore, 
that number plus the anticipated gain, 
is bought for the coming season. 

Not many dizzy sizes are bought, yet 
enough to have a pair of the extremes, 
but on the sure selling sizes—there are 
always plenty on the shelves and on 
order. 

Keen, attentive ears on those work- 
ing on the fitting stools will pick up 
plenty of valuable information which 
may be advantageously translated into 
buying guides for another season. 
Girls, last Spring, told that they did 
not like to buy shoes that would re- 
main in style for so short a period, as 
the dark colors then being shown. This 
notation on this Spring’s buying chart, 
guided the buying of lighter shades on 
the early orders, so that these shoes 
would carry through for a_ longer 
period. 

It has been found that buying can 
best be done by concentrating on one 
price group at atime. The start is al- 
ways made by first going to market for 
the higher grades, then working down 
in the other grades in regular rotation. 
Certain houses excell on pumps, others 
on ties, some are better on blacks than 
colors, so by selecting the best of each 
line, it is possible to have the best col- 
lective representation of shoe technique 
obtainable on one’s shelves. 

That is how this family shoe store is 
master of the style situation. New 
patterns, new lasts, new leathers, to 
the McHenry’s, are just means of in- 
creasing sales, for they know precisely 
what their community can absorb in 
the way of style. They feel that it is 
their job to supply that demand. 

Long before the college education, 
that the second generation is furnish- 
ing, had begun to make its influences 
felt, McHenry’s was considered a good 
place to trade. Questioning, brought 
out “Dad” was always a good mixer, 
liked people, remembered names, liked 
to sell good shoes and always endeav- 
ored to treat everybody square. Plenty 
of good shoemen have done all that, yet 
failed. Finally, this cropped out. “Dad 
is a wizzard on figures. He always 
wants to know this and that and the 
reason for it.” That’s the answer,— 
Dad knows. 

The first reaction of some of the old 
time family shoe store owners, is to 
say, “That may be all right for Zanes- 





ville, but it couldn’t be done in my 
[TURN TO PAGE 80, PLEASE] 
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PONTIAC INTRODUCES 
NEW IN=STOCK speciats | 


"eames 
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ae WwW These three smart sport numbers and this comfort- 
\ A. 


able nurse shoe are newly added to the Pontiac in- 
stock line. Made with scrupulous care—decidedly 


modish and pleasing in line, pattern and color. 


q j 
ss { Sport Shoe Sizes: 
) es " 
\\) Nae 7 AA—5 to 8 


yl A—4% to 8 
; B—3% to 8 


FOR NURSES * \ ® C—3% to 8 
and others who spend ; 
long hours on their feet. 


No woman could wish for a bet- 

ter shoe for cool comfort and 

sturdy service. It is neat and — 

pleasing in appearance, cleans No. 2760 No. 1216 

easily and holds its shape surpris- Rien, ten off. tech teem White calf. Black calf trim. Plump 
calf trim. Plump sole with skived sole with skived edge. Uskide toplift. 
edge. Uskide toplift. Last 145. Last 145. 


$4.10 
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$4.25 


— Ww & 








Pontiac 
deliveries 
are prompt 


— Pontiac 


White Eric calf nurse shoe. White " No. 1215 
Sole and Heels. Rubber toplift. Last shoemaking Whites ccf. Sleliem teewn olf 


137, 10/8 heel. , trim. Plump sole with skived edge. 
$4.25 US dependable Uskide toplift. Last 145. 


AA—5/8 A—412/9 B,C,D—4/9 $4.25 


PONTIAC SHOE MEG. CO. 


PONTIAC, ILLINOIS 
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WHERE TO BUY 
Athletic Shoes 


66 A PS 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for pomeses delivery. 
wette og. of AT for aw 
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WHERE TO BUY 
Children’s Slippers 
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Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 


wy Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 















IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 


1961-65 Merchandise Mart 
icago 
1807 Washington Ave. 
St. Louls 
883 Mission Street 
Ban Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 


eC CROBAn 
SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 





Goodwill Shoes 


For Har d Ser. vice and LongWear" 


= Work and Service Shoes In Stock al | 





Ohio, 


Do the Stars Ordain? 
[CONTINUED FROM PAGE 57] 


What did Los Angeles do? It spent 
$50,000,000 for water. Enough water 
for its population? No, enough for 
double the population. Faith. Faith 
made manifest in money paid out as 
wages for the production of wealth, to 
take care of more people, was the chief 
means of bringing them there, and of 
taking care of them after they got 
there. 

The right rate of flow of money into 
public works and private capital facili- 
ties does not come by chance. If you 
leave it to chance, it will go too rapidly 
at times, and you will have inflation, 
followed by business depression. It 
will go too slowly at times, and then, 
also, you will have business depression. 
There are vicious spirals of inflation; 
vicious spirals of deflation. That is 
what naturally happens if you leave 
things alone; if you do as the old econ- 
omists told us to do; let things take 
their course. 

It is really a new economics which 
says that the United States Govern- 
ment has to take the leadership in this 
affair. That doesn’t mean that Govern- 
ment shall go into business. It is al- 
ready in business. Any concern which 
is spending nearly $4,000,000,000 a 
year is in business. We propose that 
it should more intelligently carry on 
the business it is now carrying on. It 
will not interfere with private business, 
if it spends this $4,000,000,000 intelli- 
gently; spending more when, as in 
1930, business lags; spending less 
when, as in 1929, business is inflated. 

The old economics was an economics 
of despair. Many men used to believe 
that “the great masses of wage-earners 
never can rise far above the lowest 
level of subsistence.” That was an o!d 
theory. 

We now have an entirely new atti- 
tude. I wish I could sufficiently em- 
phasize the fact that we have broken 
loose from the old traditions; that we 
have embarked upon an entirely new 
policy. Once you admit that you can 
do something about it; that the whole 
machinery of business and finance is 
created by yourself, subject to your 
control; that there is nothing that 
limits you except your intelligence; 
then you may well have faith in the 
future. 


To Buy Shoes for Lower Price 
Department 


BuFFALO, N. Y. (UTPS)—Lawrence 
J. Rubenstein has been appointed man- 
ager of the economy annex of J. N. 
Adam & Co., and buyer of women’s in- 
expensive footwear in this new de- 
partment of the store, it was announced 
by Walter A. Brunmark, president of 
the corporation. This is a newly 
created position at J. N. Adam & Co. 

Mr. Rubenstein comes to J. N. Adam 
& Co. from New York, where for the 
last three years he merchandised sev- 
ertal departments in the seven units of 
the City Stores Co., and for two years 
he was merchandise manager of the 
street floor departments of the Toledo, 
unit of the Mercantile Stores 
Corporation of New York. He also has 
served as a buyer for street floor de- 
partments of Lit Brothers of Phila- 
delphia. 
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Opens Second Store 


Cuicaco (UTPS)—S. A. Russansky 
has purchased the fixtures and shoe 
store at 3146 Montrose Avenue, which 
was formerly operated by Mrs. F. 
Kleba with Morris Esrig as manager. 

Mr. Russansky has remodeled and 
restocked the store with the latest 
styles. 

For the past six years, Mr. Russan- 
sky has owned and operated the store 
at 1124 Webster Avenue, and this will 
be his second store. 

Mr. Esrig the former manager is no 
longer connected with the store and 
Mrs. Kleba, who also owns the Sample 
Shoe Store at 1721 W. Chicago Avenue, 
reports that he is no longer associated 
with her organization. 


Military Heel Featured by O-G 


Cuicaco (UTPS)—The O-G display 
of the new “Grenadier” model for men 
with military heels is attracting con- 
siderable attention in Chicago. 

Cards displayed in all their store 
windows in featuring the shoe read as 
follows: “Fellows! see the new O-G 
“Grenadier” with military heels—that 
makes short men tall—and tall men 
taller! Masculine as it is modern— 
modern as it is masculine—with a 
swing and a dash that thoroughly typi- 
fy the American youth. The new mili- 
tary heel gives it a high arch and snug 
ankle—the fine leather gives it quality 
—and the low price gives YOU a won- 
derful value.” 

Harry Silver, men’s buyer for O-G 
reports that they have spent consider- 
able money in putting this shoe over 
and that they are very well satisfied 
= results as measured by their 
sales. 








Will the Family Shoe Store 
Survive? 
[CONTINUED FROM PAGE 78] 


town. My store is different, you see.’ 
Now, with due respect to my oe 
friends in Zanesville, their town is 
neither much better nor worse than the 
usual run of similar sized cities. Archi- 


tectually, it smacks of the Grover 
Cleveland era, its court house is a 
monstrosity built in 1879. Many of 


its stores are in sore need of soap, 
water and paint. Any paint but the 
dingy yellow-brown, that almost all 
use. 

Some dozen or so Zanesville stores 
have modernized to conform to the 
standard set by the chains. 

And now to prove that this is not a 
local condition. An old _ established 
family shoe store in a city sixty miles 
away, was bought by the McHenry’s. 
This store had been steadily slipping 
for the alleged reasons outlined in the 
beginning of this story. After the Mc- 
Henrys bought it, they junked the 
stock, tore the inside out, modernized 
the windows and made a new store of 
it. But most important of all, they 
studied the shoe needs of that city, 
charted their findings and then en- 
deavored to supply those needs in an 
intelligent manner. 


They did. This store is now being 
operated at a profit. 
Epilogue 
Sure, “Your store is different.” 





Maybe that’s what is the matter with 
it. 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, June 7, 1930 








ager. 
and 
atest 


bSan- 
store 

will 
is no 

and 
mple 
nue, 
ated 


olay 


tore 


re 











combining THE SHOE RBTAILeER, June 7, 1930 





Pet eee 
DeScholls ’ 

| Foot Comfort Week ~~ A re 

5, June 421 “age; 












Prepare Now FOR 


DE Scholls 


foor Comrort WEEK 


JUNE 141021 


Write at once for window trim 

material and newspaper elec- 

tros to tie up with this great 
shoe store event. 











POLISH 


specially made for 
each type of footwear 





Offering the proper CAVALIER polish to 
all who buy your shoes will bring extra 
profits and increased customer good-will. 


Sold exclusively to the shoe and allied 
trades. We do not sell to the drug or 
grocery trades. 


Write for information and prices. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 


—————S==| 


Boot AND SHOE RECORDER 











| 
| 





| 
| 








| Built to last for the 
life of the store 


























“Silent Salesman” 
Show Case No. 421-C 


“Silent Salesman” Show Cases 
are built to LAST. Merchants 
who purchased “Silent Sales- 
man” 20 years ago find that 
TODAY they retain that same 
fine appearance and efficiency 
—that same dignified modern- 
ness—that originally prompted 
their purchase. What is more, 
they impart for the life of the 
store that quality atmosphere 
which every merchant desires. 
Write to us about your show 
case requirements and let us 


show you how unusually well 





we can meet them. 





Detroit Show Case Co. 


1670 W. Fort St., Detroit 













WHERE TO BUY 
Spats 








CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILCLOTH 


spats. 
Used for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 
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The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. ’ 
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Watch *Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
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WHERE TO BUY 


Shoe Ornaments 


oe 6 Pre 


SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 


























The Business Crime Court 


[CONTINUED FROM PAGE 45] 


that the prisoner’s continually adver- 
tised sales have hurt the legitimate 
business of other retailers and caused 
smaller merchants to follow his perni- 
cious and economically criminal tactics. 
Here are the facts: The prisoner has 
for many years conducted a series of 
special sales; one after another he has 
conducted them until many people be- 
lieve he offers less-than-cost bargains 
at such times, special advantages in 
price that cannot be secured in the 
regular way. The evil effect of this 
on the public will be shown to you; 
further you will be given evidence that 
this criminal practice is indulged in by 
other retailers, who on account of the 
size and importance of the prisoner’s 
business have believed that such 
methods were necessary for the devel- 
opment of a sound retail business.” 
While he was speaking, the prisoner 
Martin listened intently, one hand be- 
hind his ear; it was evident that he 
was a little deaf. His keen face showed 
that he followed the district attorney’s 
argument with care; an occasionally 
penciled note to his attorney indicated 
that he was taking a hand in his own 
case. As soon as Flinn had finished 
his opening remarks to the Jury, he 
turned to the witness table and beck- 
oned to Waldron Perks. There was 
a subdued buzz as Perks stood up. The 
young, smart secretary of the local 
Business Betterment Bureau was a well 
known and popular figure in the town. 
Perks stepped up to the witness stand 
and was soon sworn in by the Court 
clerk. He then faced Flinn and smiled 


pleasantly. 

Flinn: “You are Mr. Waldron Perks? 

Perks: ‘Why, yes.” 

Flinn: “You are the executive sec- 
retary of the Business Betterment 
Bureau?” 

Perks: (nodding his head) Yes sir, 
for seven years.” 

Flinn: “You are _ personally ac- 


quainted with the prisoner Martin?” 

Perks: “Why, yes. I have known 
him for ... well, as long as I’ve been 
the secretary. He is a member of the 
Bureau.” 

A titter ran through the Court room, 
quickly repressed by Judge Braddock, 
who appeared to be in a cold mood. 

Flinn: “Mr. Perks, is it true that 
a member of the District Attorney’s 
office called on you about three months 
ago?” 


Perks: “Of course, why, yes. 
; 
Flinn: (quickly) “That'll do. Now 


tell the Jury what took place at that 

meeting.” 
Perks: “Yes, sir. Now let me think. 
Oh yes. You...er...I meana 
member of the . . . your office said 
that it had had a number of com- 
plaints by leading merchants that 
Mr. Martin’s plan of running one 
sale right ofter another was bad 
business and was deceiving the local 
people into the belief that he... 
that is Martin . . . sold very much 
cheaper during a sale than at any 
other time, and that no one else 
could meet his prices, or they would 
also have lots of sales. Also, 
that women had got in the habit of 
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waiting for his sales and didn’t buy 

at other times. . . . That’s about it, 

sir.” 

Flinn: “Very clear and well ex- 
pressed. Then what happened?” 

Perks: (scowling, as if to think out 
his answer) “Oh yes. Well sir, I was 
asked of we had had any complaints... 
then you ...I mean I was asked if I 
would check up the other dealers and 
see how they felt about Martin’s sales. 
I was also asked to get the story of how 
women looked at it. 

Flinn: (abruptly) “You were asked 
then to make a search into the facts of 
the matter and report your findings?” 


Perks: “Er... why, yes. 

Flinn: “Tell the Jury what you 
found.” 

Crabb: (jumping up excitedly) “I 


object, your Honor. This man’s evidence 
is second hand and, therefore, not 
eligible as evidence.” 

Flinn: (angrily) “Really, this is non- 
sense. The witness is recognized as an 
authority on retailing and his evidence 
as such is entirely permissible.” 

Crabb: (turning his back deliberately 
on Flinn) “This young fellow, your 
Honor, is admittedly merely the sec- 
retary of the association. I state that 
as a secretary his evidence except with- 
in his personal experience will be chal- 
lenged by my client. We shall demand 
the presence here of every person who 
this . . . boy quotes. We contend that 
he is not sufficiently responsible to pose 
as an expert.” 

Flinn: (turning sharply on Crabb) 
“What the dev...” (a rap from the 
Judge’s gavel brought a sudden silence 
in the Court. 

Judge Braddock: “I submit, Mr. 
Flinn, that Mr. Crabb is within his 
rights to call any of the persons which 
your witness may quote. Your witness 
is on record as the secretary of the as- 
sociation, and as such cannot be ac- 
cepted as an expert.” 

Flinn: (with a contemptuous stare 
at Crabb) “Very well, your Honor, I 
wanted to save the Court’s time, but as 
. as Mr. Crabb wishes 


We. «+ OT es 
to throw technical barriers to bolster 
up a rotten case...” 

Crabb: (red in the face) “Your 


Honor. I demand an apology.” 

Judge Braddock: (sternly) “I regret 
this unseemly bickering and I wish it to 
cease. I must admit that Mr. Flinn’s 
remarks are unacceptable in this Court, 
and he will withdraw them and apolog- 
ise .. . to the Court.” 

Flinn: (embarrassed) “Very well, 
your Honor. My remark was perhaps 
previous, but I will leave it to the Jury 
to repeat them later on. I apologise to 
the Court. (turning to his witness) Tell 
the Jury, Mr. Perks, of your experi- 
ence as a retailing expert?” 

Perks then told of his experience as 
a retailing counsellor and of a book he 
had written on retail marketing. When 
he had finished Flinn turned to Crabb 
and with a sneer asked: “May I inquire 
of my friend whether he is satisfied as 
to the standing of the witness as an 
expert?” 

Crabb: “Quite, and I thank you for 





so qualifying him. Ha!” 
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Flinn: (looking a trifle perplexed) 
“Perhaps we can now proceed without 
any more piffling interference ... (to 
witness) Please be good enough to tell 
the Jury the result of your investiga- 
tion, omitting the names of any people 
whom you interviewed.” 

Perks: “Why, yes. I called on a 
number of retail merchants—” 

Judge Braddock: (interrupting) “I 
suggest that the witness submit to the 
Court a list of the names of the people 
on whom he called. Counsel for the 
defense may inspect it. Such proce- 
dure will save embarrassment to the 
man who we the information to 
te... @ pert.” 

Perks: (after "hi blankly at 
Crabb) “Well sir. I called on a number 
of retail merchants. The result of 
their opinions—and these opinions were 
backed up more or less by figures—is 
as follows: Hum (witness cleared his 
throat nervously) The pri... Mr. 
Martin has a name for running sales 
all the time; as soon as one is finished 
he announces the next one. It seems 
as though he does nothing else but run 
special sales. However on checking up 
I find that he has sales running for 
seven months of the year, the rest of 
the time however is partly used in 
advance advertising of the next sale. 
Other merchants who have run a 
number of sales tell me that the effect 
is bad, for trade slumps after each one, 
and then the public waits for the next 
sale. The net result is to bunch the 
business at cut prices instead of getting 
an even spread at regular prices during 
the year.” 

Flinn: “Then it is evident that the 
practice of frequent special sales en- 
courages the housewife to hold back 
buying until the sale?” 

Perks: “Why, yes.” 

Flinn: “Thank you, that’s all.” 
(turning to Crabb) “Your witness.” 

Crabb: (with an amused smile at 
the witness) “So you are a retail expert, 


(embarrassed) “Why, er.. 
yes sir . . . in a way.” 

Crabb: (speaking with sharp sudden- 
ness) “in a way? What do you mean?” 
Perks: “Why, I wouldn’t call myself 
one, there are plenty of men who know 
more about retailing than I do.” 
Crabb: scowling) “Yet the district 
attorney went out of his way to qualify 
vou as an expert. Did he tell you that 
he needed you as an expert to pad his 
ridiculous case?” 

Flinn: (jerking to his feet) “Your 
Honor. This man’s remarks are insult- 
ing to the witness who is a well known 
man, as well as to myself.” 

Judge Braddock: “I do not see any- 
thing to object to. But I wish again to 
state that the dignity of this Court 
would be enhanced if more courtesy 
were displayed.” 

Crabb: (nodding his head at Flinn 
as if to imply that the Judge’s rebuke 
was meant for the district attorney) 
“Well, Perks. What’s the answer which 
the district attorney apparently wishes 
to keep out of the evidence?” 

Perks: (seriously) “You are mistak- 
en, sir. No one ever mentioned to me 
about being needed as an expert.” 
Crabb: “Very clever of him; to say 
nothing about it. However, you are 
an expert, and as such your opinions 
should have weight with the Jury, that 
is to the extent that they agree you 
are an expert.” 





7, 












tion, while Crabb picks up a paper. 

Crabb: “Did you, previous to ‘the 
visit of the district attorney—” 

Flinn: “Objection, the witness did 
not personalize the visitor from my 
office.” 

Crabb: “No? Well, I can ask him if 
you wish.” 

Judge Braddock: “The question will 
not be allowed, Mr. Crabb. You should 
know that.” 

Crabb: (raising his eyebrows in ap- 
parent surprise) “Rather than de- 
bate the point I will waive the matter. 
(to witness) Had you given any thought 
to the matter before the... er. 
mysterious person asked you to ‘do 
s 


- “Why, no. That is, I knew 
about the cut price sales, which were 
getting more and more common all the 
time. But I never thought about them 
as a matter for legal action.” 

Crabb: “I see, you did not feel it 
a matter of importance until you were 
asked to look into it. However, you 
then found that it was a vicious thing 
that should be killed?” 


A aon (obviously nervous) “Why, 

. . . As I said, the evidence I 

gathered showed that it did a lot of 
harm.” 

Crabb: (suddenly) “Have you been 


paid yet for your work?” 

Perks: “Why, I considered it part 
of my job to work for the interests of 
the Bureau. Of course, I got nothing.” 

Crabb: “Very noble of you. Now my 
friend. A simple yes or no to a simple 
question. As a result of this study, 
made at the instigation of the district 
attorney, you decided that the policy 
of my client in running as many sales 
as he felt good for his business, was 
harmful to other merchants and to the 
public at large?” 

Perks: “Why, as I said—” 

Crabb: (shouting) “That’s enough 
shilly shallying. You are an expert, 
the Court has made you one. Now give 
me a simple yes or no.’ 

Pores: “Way .... Yes.” 

Crabb: (softly) “That’s good. So 
as an expert you state it as your opin- 
ion that it is economically criminal. 
Very well. As an expert and an hon- 
est man, why did you wait until the 
district attorney coaxed you to action 
before trying to kill this evil thing?” 
Perks: “Why ...er.. . I was busy 
with other work, and no one had really 
asked me to do anything, so . 

Crabb: “So you did nothing, eh? I 
must say it seems queer to me, but I 
suppose that as the retail merchants 
of this city paid your salary, and as 
my client was, and is, an important 
member, you didn’t want to risk your 
job?” 

Perks: “Well, I never thought of it, 
but then it’s up to the merchants to 
give me instructions.” 

Crabb: (shrugging his shoulders) “I 
see, the expert waits for his instruc- 
tions as to what is right or wrong. 
However, let that pass—” 

Flinn: (red with anger) “Objection, 
your Honor. I demand that remark be 
struck out. It is an outrage that this 
person—” 

Judge Braddock: (coldly) “Gentle- 
men, another of these displays of tem- 
per and I shall adjourn. The last re- 
mark will be stricken out.” 

Crabb: (giving Flinn a sly smile) 
“Exception. However, perhaps the ex- 





Perks looks at Flinn as if for inspira- 
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retail stores he has personally man- 
aged?” 


Perks: “Why, I never managed a 
store!” 

Crabb: (with exaggerated surprise) 
“What! The retail expert has never 


managed a store! Have you ever 


worked in a store?” 


Perks: (flushing) “Yes, I have.” 

Crabb: “Ah! Tell us when and what 
you did.” 

Perks: “I have had six years’ re- 


tail experience. I worked behind the 
counter in several departments of a 
hardware store. I sold shoes and piece 
goods and kitchenware. Then I had 
some time in the advertising depart- 
ment.” 


Crabb: “How many stores have you 
worked in?” 

Perks: “Why, three.” 

Crabb: (smiling onal “So, three 


minor jobs, none in any authoritative 
position. You are obviously a young 
man. Yet on that experience you pose 
as an expert. I think I am willing 
to leave the value of your evidence and 
opinion to the jury. I’m through.” 

Flinn: “A moment please, Mr. Perks. 
I ask you as an expert, is it usual for 
a buyer to know the technicalities of 
making the goods he buys?” 


Perks: “Why, no sir.” 

Flinn: “Yet the buyer is considered 
expert on buying, isn’t he?” 

Perks: “Yes.” 

Flinn: (looking satisfied) “That is 


all. Thank you, Mr. Perks.” 

Flinn then called four retail mer- 
chants, who all testified that they had 
run special sales at frequent intervals, 
but found it caused their customers to 
hold back from buying until the next 
sale. They further testified that they 
found it difficult to get the regular 
price of the goods after the sale had 
established a lower price. 

On cross examination they admitted 
that they had copied many of the pris- 
oner’s “loss-leaders” because their trade 
complained that Martin offered better 


values. The evidence generally was 
inconclusive, although continued bad 
feeling was evidenced between Flinn 
and Crabb. 


Several housewives then testified that 
they understood that Martin offered 
goods at less than cost at his sales. 
When questioned by Crabb as _ to 
whether they thought he ran his busi- 
ness at a loss, they stated that they 
expected he made his profit on goods 
he sold at other than sales times. 

One important piece of evidence 
brought out by Crabb was that most 
of the housewives called admitted that 
they shopped around for bargains, and 
that the fact that they bought Martin’s 
bargains did not mean that he built 
up any regular trade, so that it was 
necessary for Martin to advertise bar- 
gains regularly to attract their trade. 

The last witness called was Oliver 
Swartz, a manufacturer of up-to-date 
style goods. After being sworn in he 
had testified that the prisoner had and 
did frequently ask him to make up 
specials for him to sell at his sales. 
His testimony was interesting, espe- 
cially the following which is given ver- 
batim: 

Flinn: “You state, Mr. Swartz, that 
this man Martin, through his buyer, got 
you to copy some of your regular num- 
bers, or those of your competitors, and 
sell them to him at your cost price so 
that he could offer goods which might 








be confused with regular and better 
quality goods?” 
Swartz: “Sure thing. I don’t like 
the business, but them big fellers get 
after you for it. So I make ’em up 
a number, y’ see, and ship for spot 


: “How can you do that and 
make a profit? I mean (Flinn added 
hastily) it isn’t profitable for you to 
do that; you stated that you sold at 
cost. What inducement did you get 
to de it? Did you get other business?” 

Swartz: (looking puzzled) “I don’t 
get you.’ 

Crabb: (in a yer audible to all) 
“TI don’t blame the chap.” 

Flinn: (sharply) “Pay attention, 
please. What inducement did the pris- 
oner give you to sell to him at cost?” 

Swartz: “Oh, now I get yer. He 
give me orders ‘at other times at regu- 
lar prices, so I lose on some and get it 
on others, see?” 

Flinn: “I see. He really gets you 


to sell at less than your regular prices.” 


Swartz: “That’s about it, sure.” 
Flinn: “That’s all. Sit down.” 
Crabb: “Just a moment, IF you 


please. You really make some profit 
on my client’s business, don’t you?” 

Swartz: “You betcha. What for 
would I take it else?’ 

Crabb: “Exactly. Tell me, Mr. 
Swartz. Is it true that he offers you 
orders when you are short of work for 
your shop?” 

Swartz: “You said it, mister. 
so.” 

Crabb: “So, without my client’s or- 
ders you might have to let some of your 
help go?” 

Swartz: “Sure. I take the business 
to keep going an’ hold my people to- 
gether an’ to meet the overhead.” 

Crabb: “Naturally. And good busi- 
ness for both of you. That’s all.” 

Flinn jumped up, then sat down. 
The witness waited for a moment, then 
walked to a seat. An awkward pause 
followed, then Flinn stood up and an- 
nounced: “The State rests.” 

The usual buzz of excitement ran 
through the courtroom. A rap from 
Judge Braddock’s gavel brought silence. 
A brief whispered conversation be- 
tween the Judge and Crabb, and then 
the Judge announced an adjournment 
until ten o’clock the next morning. 
Crabb marched out of the courtroom 
with his head in the air. It was no- 
ticed that he deliberately cut the dis- 
trict attorney. 

Flinn smiled, but had he known what 
was going on in his legal opponent’s 
mind he might not have felt quite so 
happy. 
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NOW READY 
a JUNE CARDS | 
fh > | Appropriats 
(3 Colors—Blue—Green—Black) Shoes 
. —7 x 12 
a 
on the 
Lee tietetey SINGLE SHOW 60 | LINKS 
= 4 re or att 
fake = — gives CARDS _ | CLUBS 
(Either with or without text) | 
Check With Order, Above illustrates one of 
Please Colorful blue board, green 
Select om atte hii oe ente water a tex 
TEXT OF JUNE CARDS 
WOMEN’S: 
1—Honeymoon Shoes. 
2—Snappy ties for street wear. 





3—Green, a new color mode— 
4—Pumps enhance the beauty of arch— 


MEN’S: 


5—Smarten Up Men—lIt’s time for tans! 
6—Appropriate Shoes—a necessity on the links, or at the club. 


GENERAL: 


7—Enjoy natural foot comfort in these oxfords. 

8—The great open spaces—hiking, riding, motoring, golfing— 
9—This store—shrine of footwear fashion, and of personal service. 
10—Very Smart for Sportswear. 

11—For Golf and the Club—Brogue effects. 


12—First act on the summer program New Footwear. 





Above shows our modernistic card holders, 13—Graduation Footwear. 

gold with black trim (3-color festoon base CHILDREN: 

between frame and plateau); enhance the me . _ h look 
beauty of your window cards—harmonize “s oe — ee ee 
with the finest of window display fixtures HOSIERY: 











15—Chiffon De Lux. 
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SHOPPERS IN 





Service 12 hand designed cards each month, each with different sales mes- 
No. 1 sages, printed in attractive colors, size 7 x 12 inches; with 100 
. 5° blank price tickets to harmonize with service cards each month (or 


with prices imprinted, selection of prices as wanted, 50c. per month 


No. 2 8 cards 
$ 4° 100 blank price tickets 
4 card holders 


additional). Also 6 card holders with first month's service. 


Service 

No. 3 6 cards 

$300 50 blank price tickets 
2 card holders 

Monthly 


Added Features 


“Store Window Bulletin” 
offers merchandising and display suggestions 
each month. 


Special Cards 


to meet some individual store need. 


Additional Card Holders 
supplied at nominal charge. 





The Stand-up Ticket 
All Regular and Clearance Sale Prices. 


Any prices wanted 25c to $22.50—Green Border 

Any prices wanted 85c to $14.00—Orange Border 
6-doz. odd lot 
assortment $1.10 
12 doz.—$2.00 
24 doz.—$3.50 

12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 


eee eree «ee ttPO Pens 
re ee 


1 doz. of one price 15c 





C oe shies @ or Olive ©2Sh or stamps with 
Green Border—Black Figures order 
(Actual Size) 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago 
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Exchange of Cards 
The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, IIL. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of ————cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for June for 
which we will pay $——— per year, payable 
$——— per month. 

For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


— —— &— ——- —- —~— 


Rt Sp aes oe Aad ee 
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Latest Reperts of New Stores, 
Failures, Embarrassments and 
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Business 


CALIFORNIA — Los Angeles — Herman Hoff- 
man (719 S. Los Angeles St.) ; boots and shoes; 
reported sold or closed out business. 

Santa Barbara—Popular Store (630 State St.) ; 
— shoes, etc.; reported advertising to sell 
out. 


DELAWARE — Wilmington — Profit Sharing 


Shoe Co.; boots and shoes; inc. authorized capi- 
tal $10,000. 

FLORIDA — Leesburg — Irwin Tarsus 
(“Irwin’s”) ; boots, shoes, etc.; sold or closed 
out business. 

ILLINOIS — Chicago — Etta Levine (Mrs.) 
(10606 Terrence Ave.); boots, shoes, etc.; re- 
ported advertising to sell out May 22 

Jacob Margol (1411 Fullerton ) ae boots, 
shoes, etc.; succeeded by Royal Furnishers and 
Hatters, Inc. 

Rubin & Rudikoff (3120 W. Madison St.) ; 
boots, shoes; etc.; partnership dissolved; suc- 
ceeded by Mitchell Rudikoff. 

Hyman Warman (4935 Milwaukee Ave.) ; boots, 


shoes, etc.; sold or closed out business. 

INDIANA—Muncie—Arch Preserver Shoe Shop, 
Inc.; boots and shoes; name changed to Clift’s 
Boot Shop. 

IOWA—Clinton—Namany & Nelson (“N. & N. 
Clothing Store’); boots, shoes, etc.; sold to 
H. H. Waxenberg. 

Marshalltown—B & B Shoe Adjuster Corpora- 
tion; boots and shoes; inc. authorized capita] 
$25,000. 

MASSACHUSETTS — Boston — Belmont Shoe 
Co.; shoe manufacturers; inc. authorized capital 
$100,000. 

Traveler Shoe Co.; boots and shoes; 
thorized capital $100,000. 

Traveler Shoe Stores Corp.; boots and shoes: 
name changed to Wit Shoe Corporation. 

Bridgewater — Boston Novelty Shoe 
(P. J. Papas, Prop.) ; boots and shoes; 
commenced business. 

Brockton—Napier Shoe Co.; 
inc. authorized capital $50,000. 


ine. au- 


Store 
recently 


boots and shoes; 


Changes 


Everett—Rainbow Shoe Co.; manufacturers; 
removed to 221 Fifth St., Chelsea, Mass. 
Lynn—-Annie Peckerman; boots and 
filed married woman’s certificate. 
MICHIGAN — Pontiac —- Alvin & Diamond ; 
boots, shoes; partnership dissolved ; d by 


shoes ; 


SOUTH CAROLINA — Florence — C. Triber; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Greenwood — Pinson-Jeans Shoe Co., 
boots and shoes; reported assigned. 

TEXAS — Amarillo — Jarett’s Fashion Shops, 


Inc. ; 


Inc. (710 Polk St. and branches); boots, shoes, 
etec.; reported offering to compromise at 25 per 
cent. 

B t—Henry Raas; boots, shoes, etc.; 





Robert Alvin. 
MISSOURI—St. Louis—Macey Apparel Co.; 
boots, shoes, etc.; inc. authorized capital $2,000. 


Varsity Boot Shop (6319 Delmer Blvd.) ; boots 
and shoes; reported sold or closed out business. 

NEW YORK—Brooklyn—Janett Boot Shops, 
Inc.; boots and shoes; incorporated. 

A. Werner & Sons, Inc.; shoe manufacturers ; 
capital increased from $100,000 to $500,000. 

New York City—David Simon (333 West St.) ; 
boots, shoes, etc.; reported will move to 131 
Christopher St. about June 2. 

Weber Stores, Inc.; boots and 
porated. 

Dryzer & Rosenberg, Inc. (131-3 Duane St.) : 
wholesale shoes; name changed to Dtyzer & 
Kronig. 

Frank Bros. 
incorporated. 

Mandell Bros., Inc.; boots and shoes; 
thorized capital $15,000. 

NORTH CAROLINA—Marion—Eureka Trad- 
ing Co.; boots and shoes; incorporated. 

OKLAHOMA—Oklahoma City—Fashion Shoe 
Co.; boots and shoes; inc. authorized capital 
$5,000. 

PENNSYLVANIA—Ford City—Charles Biehl; 
boots and shoes; reported selling or sold out. 

Pittston—Morris Yellen; boots and shoes; sold 
to Jerome McNamara. 

VIRGINIA—Tazewell—Chapman’s, Inc. ; 
shoes, etc.; succeeded by Fuller Bros. 

WISCONSIN—Milwaukee—Alfred P. Richard 
(1028 Greenfield Ave.); boots and shoes; re- 
ported sold or closed out business. 


shoes; incor- 


Footwear, Inc.; boots and shoes ; 


ine. au- 


boots, 








Failures, Embarrassments, Etc. 


CALIFORNIA—Berkeley—Model Bargain Shoe 
Co. ; boots and shoes; reported petition in bank- 
ruptey. 

Los Angeles—Henry Engle (250 Pine Ave.) ; 
reported petition in bankruptcy. 

CONNECTICUT — Hartford — Max Yudowitch 
(712 Park St.) ; — and shoes; reported peti- 
tion in bankrupt 

FLORI a didiesatite- Edenfield & Brown; 
boots and shoes; compromise effected at 35 per 
cent. 

Lake Worth—-T. S. Martin; boots, shoes, etc. ; 
reported offering to compromise at 25 per cent. 

GEORGIA — Atlanta Louis Greenberg (36 
Decatur St.); boots, shoes, etc.; reported peti- 
tion in bankruptcy; reported receiver appointed. 

ILLINOIS—Chicago—J. Kaplan & Sons (3409 
W. 26th St. and branche;); beots, shoes, etc. ; 
reported petition in bankrupty. 

William Sabalanskas (317 W. 52nd St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

Marseilles—-Harry Rose; boots, shoes, etc.; re- 
ported offering to compromise at 20 per cent. 

North Chicago—Joe Block (‘“Block’s Dep’t 
Store’) (1805 Sheridan Road) ; boots, shoes, etc. ; 
reported assigned. 

MASSACHUSETTS — Boston — Puddle Proof 
Shoe Co.; manufacturers; reported called meet- 
ing of creditors for May 23. 


Brookline — Dorothy Hargraves; boots and 
shoes; reported petition in bankruptcy. 
Fall River—Braga & Silvia; boots and shoes; 


reported assigned. 

Lynn—Randal!l Shoe Co.; shoe manufacturers ; 
reported petition in bankruptcy. 

Northampton — W. O. Kirtland; boots and 
shoes; reported petition in bankruptcy. 


Peabody—Julius Sklarsky (69 Central St.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 


(“Self Service 


Southbridge—Bennet I. Siegal 
reported as- 


Shoe Store’’); boots and shoes; 
signed 


Worcester—Samuel Fagan; boots, shoes, etc. ; 
reported petition in bankruptcy. 

MISSOURI—St. Louis—-Hamilton-Brown Shoe 
Co.: manufacturers; receiver appointed. 

NEW HAMPSHIRE — Manchester—Cinderella 
Slipper Shop, Inc.; boots and shoes; reported 
assigned. 

NEW JERSEY—Rahway—Jerome Truppa (46 
Irving £t.); boots, ‘shoes, ete.; reported called 
meeting of creditors for May 23. 

NEW YORK—Brooklyn—Leopold Isaac (‘‘Les- 
ter Shoe Shop’) (1671 Broadway); boots and 
shoes; reported offering to compromise at 40 
per cent. 

New York City—Dorris & Levy (105 Reade 
St.) ; wholesale shoes; reported offering to com- 
promise at 30 per cent. 

J. S. Simons (John E. Simons & Bro.) (Grand 
Concourse and East Fordham Road; also 
branches); boots and shoes; reported called 
meeting of creditors for May 27. 

Port Richmond—Boyd & Hill (155 Richmond 
Ave.); boots and shoes; reported petition in 
bankruptcy; reported receiver appointed. 

OHIO—Akron—Abe Klein (Klein’s Dry Goods 


Co.); boots, shoes, ete.; reported petition in 
bankruptcy. 
Kenmore—-Louis Grotstein; boots, shoes, etc. ; 


reported petition in bankruptcy. 

OKLAHOMA—Hobart (also Gotebo)—-N. El- 
kouri (“The Mammoth Store’); boots and 
shoes; reported assigned. 

PENNSYLVANIA—Jermyn—Ralph W. Sey- 
mour; boots, shoes, etc.; reported petition in 
bankruptcy. 

Philadelphia—Joseph Sarapin (4453 Main St., 
Manayunk) ; boots, shoes, etc.; reported petition 
in bankruptcy. 


Pechner & Gottlob, Inc.; boots and shoes; 
reported petition in bankruptcy. 
Simpson—M. Rothenberg; boots, shoes, etc. ; 


reported petition in bankruptcy. 
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reported petition in bankruptcy. 

VIRGINIA—Fredericksburg — Hollywood Boot 
Shop; boots and shoes; reported receiver ap- 
pointed. 


New Shoe Dealers 


New York, N. Y.—Frank Brothers, Footwear, 
Inc. 
Wilmington, Del.—Profit Sharing Shoe Co. 


Marlinton, W. Va.—Louis Schuchat. 

New York, N. Y.—H. D. & J. Schwartz, Inc. 
Kings. 

Murrayville, Ill.—Thos. M. Ring. 

Roanoke Rapids, N. C.—Marks 
Rapids, Inc. 

Laredo, Tex.—The Franklin Bros. Co. 

Lynn, Mass.—Lynn Shoe Co. (Mfgr.) 

Madison, S. D.—C. A. Champ (soon) 

Faith, S. D.—Frank Ash. 

Pismo Beach, Cal.—G. A. Hard, Ward Bldg. 

Clarksdale, Miss.—Morgan-Lindsey Co. 

Union, Ky.—M. G. Martin 

Philadelphia, Pa.—Kensington Bargain House, 
2618 Kensington Ave. 

Tallahassee, Fla.—White Elephant Store, East 
114 Pensacola St. 

Cleveland, Ohio—Course & Co., 6904 Kinsman 
Road. 

Washington Springs, 8S. D.—K. & K. Co. 

New York, N. Y.—Dausch Wood Heel Corp., 
Queens. (Mfgr.) 

New York, N. Y.—Mandell Brothers, Inc. 

Nashua, N. H.—Vincent Fiori, Main St. 

Birmingham, Ala.—Lizzie Baker, 2408 2nd 
Ave. 

Van Buren, Ark.—Homer Richey. 

Carlton, Wash.—John Mackey. 

Scottsbluff, Neb.—Alva Cochran, 
way. 

Columbus, Ohio—Milton W. Palestrub, 37 W. 
Broad St. 

Linton, Ind.—Newton’s Shoe Store. 

Hastings, Neb.—Luke Parker. 

Holstein, Neb.—Routh & Hendricks. 

Rochester, N. Y.—Mangin’s Shoes, 
Sawyer St. 

New York, N. Y.—Zeitz Shoe Co., Inc. 

New York, N. Y.—Janett Boot Shops, 
Kings. 

Boston, Mass.—Newbury Shoe Corp., 
203 Portland St. 

Laurens, 8S. C.—Garber Co. 

Lapeer, Mich.—Palmer’s. 

Irvington, N. J.—Bauer 
1153 Stuyvesant Ave. 

Battle Creek, Mich.—Ryan’s. 

Los Angeles, Cal.—Karl Shoe Co., 
Monica Blvd. 

Wauneta, Neb.—C. W. & H. T. Touzalin. 


of Roanoke 


1406 Broad- 


Inc., 469 


Inc., 


(Mfgr.) 


Bros. Store, Inc., 


5543 Santa 


° Prospect, Ohio—Clarence A. Bushong, Water 
t. 

Douglas, Ariz.—Marcus & Co., 1015 G. Ave. 

Menno, S. D.—Preszler & Jundt. 

Miami, Fla.—Feinberg & Quadew, 12 East 
Flagler St. 

Birmingham, Ala.—Hill Hentschell Co., 21191 


First Ave. N. 

Quincy, Cal.—John Ilmari. 

Clay Center, Kan.—The B. K. Company, Rob- 
inson Bldg. 


Pasco, Wash.—Hugh Thomas, 209 W. Lewis 

c. 

Seattle, Wash.—Sam Alkana, 1631 Westlake 
Ave. 


Seattle, Wash.—Proctor’s Department Store. 
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FOOT COMFORT WEEK 


JUNE 14 to Zl 


Write at once for window trim material and 
newspaper electros to tie up with this great 
shoe store event. 
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NEW YORK’S NEWEST » a. Geeeley’s House Slippers — 


1000 ROOMS, BATHS and SHOWERS 


Ladies’ Black Vici Kid 1 
SERVIDORS—CIRCULATING Serap Sli Quilted Sock, 
Sewed, Turned, Leather Sele. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
















ICE-WATER & 
RADIO IN EVERY ROOM by DAILY 
The NEW Hotel 
per pair. Stocked. 


VICTORIA — 
& 7th Ave. at 51st St.- - -New York /7 ka 2 Geen Gs, Geet, tin 2 


ee) a a ae a Te TONE 


HAND LETTERED 


"acl katte 




















= ne $750 6 doz.—$1.50 12 doz.—$2.50 1 doz.— $0.35 
1.25 4.00 7.95 (CHECK WITH ORDER—PLEASE) 


1.45 4.25 8.00 


1.50 4.45 §.56 YOUR CHOICE OF EITHER OF TWO COLOR 
1.75 4.50 8.85 COMBINATIONS 

— . a Purple with gold edge trim on white Red with black edge Ry = on white 
2.00 49 5 9:50 pasteboard with black figures. pasteboard with blac gures. 
2.25 5.00 9.85 Available in 72 different prices: IN STOCK 

2.45 5.45 9.95 — 

2.50 5.50 10.00 If other than in-stock prices are specified in orders, 
2.75 5.85 10.50 the rate per doz. is 50c. 

re a (A variety of two color tickets with hand-lettered prices carried im 
3.00 6.50 12.00 stock, 15c. per doz. Samples on request) 

3.25 6.75 12.50 

3.45 6.85 13.50 MERCHANTS SERVICE DEPARTMENT 
— a peas BOOT AND SHOE RECORDER, CHICAGO 


1334 Republic Bldg., State and Adams Sts. 






ABOVE IN STOCK 











Boot AND SHOE RECORDER mi 93 
combining THE SHOE RETAILER, June 7, 1930 ve 








THIS MAY BE 


YOUR OPPORTUNITY 






















SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 








Salesmen Wanted 


Several very good openings now for 
high grade men with road sales ex- 
perience to sell fast line of Ladies’ 
In-Stock Novelty Shoes. This is a 
VERY PROMINENT and popular 
priced line offering not just a job, but 
a real opportunity to make money and 
permanent connections. When apply- 
ing give age and road sales experience. 


Address B-851, care Boot and Shoe 
Recorder, 239 W. 39th St., New 
York, N. Y¥ 





Experienced Salesman 


Proven record of performance in 
the face of obstacles. Has success- 
fully sold wholesale and retail trade 
from coast to coast for 15 years. 
Capable of developing style, and build- 
ing new business. Desires position 
only with successful manufacturer or 
wholesaler of standing. Immediate 
salary less important than prospect 
for the future. 


Address B-S852, care Boot and Shoe 
Recorder, 239 W. 39th St., New 
York, N. Y. 














Finest Patented Shoe Tree 
Made for Ladies 


Salesmen wanted in all territories to carry 
these shoe trees as a side line. Ten per 
cent commission and bonus. Answer only 
with references. Address B-S48, care 
Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 














BUSINESS OPPORTUNITY 








WE need representation in several states and 

will consider applications from energetic men 
or women who could carry a side line of 1/5 
Turns and 2/6 Stitchdowns on a strictly com- 
mission basis. All Stock Styles. Liberal rate 
of commission. Give detailed information and 
references with application. Address Box 121, 
East Avenue Station, Rochester, N. Y. 





ANTED, shoe salesmen to carry men’s or 

boys’, also official Boy Scouts’, shoes; com- 
mission basis; Louisiana, Alabama, Mississi pi, 
Florida, Texas, Michigan; can carry side Fine 
ladies’ or children’s shoes. 
Portsmouth, Ohio. 


Excelsior Shoe Co., 





SALESMEN wanted bo carry a Pare: line 
shoe o 


of spats and 
Manolis Manufacturing Co, 4248. No. Craw- 


ford Ave., Chicago, I 








POSITION WANTED 


POSITION as buyer-manager; prefer southern 
states. Twelve years’ experience in high and 
medium grade ladies’ shoes. At present in New 
York. Address B-840, care Boot & Shoe Re- 
corder, 209 So. State St., Chicago, III. 





Opportunity 
Shoe Men 


Prominent manufacturing making 
one of the best lines of women’s 
high-grade and orthopedic foot- 
wear, is prepared to offer this ex- 
clusive franchise to responsible 
person. COMPANY WILL AS- 
SIST YOUNG MAN OF GOOD 
CHARACTER. Must have some 
capital, good references and plenty 
of energy. Company will sign 
lease for exclusive store in follow- 
ing cities: Buffalo, Rochester, 
Syracuse, Utica, Albany, Provi- 
dence, Springfield Mass., Worces- 
ter and Boston. State in first letter 
experience, referencesscapital avail- 
able, address and telephone num- 
ber. Address Ben G. Garver, 
1207 Liberty Bank Building, 
Buffalo, N. Y. 











INES WANTED—Manufacturer’s line of 

Women’s McKays for case buyers to retail 
at $4.00. Also line men’s at same retail for 
Minnesota, Iowa and Wisconsin. Address B-837, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED for N. Y. and vicinity, line of 

popular price men’s, women’s or children’s 
shoes to sell to the jobbing trade; commission; 
best references. Address B-842, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





ANTED for New York and vicinity a line 

of popular priced men’s and boys’ dress shoes 
by thoroughly capable, experienced representa- 
tive with car; well known, finest credentials, 
commission or salary. What have you? Ad- 
dress B-843, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ANTED for New York and vicinity, line 

of women’s novelty shoes to retail at $3, $4, 
$5 or $6, by thoroughly capable, experienced 
salesman, with car; well known, best reference, 
commission or salary. Address B-844, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








FOR RENT 





SPACE for shoe concession in ladies’ ready 
to wear and millinery store one hundred 
per cent location, for further information ad- 
dress The Quality Shoppe, Covington, Va. 





FOR SALE 





FOR SALE—Shoe store located in Arlington, 
Mass. Highest grades of men’s, women’s 
and children’s shoes. Excellent location. Ad- 
dress Harvey R. Rice, Adm., 8 Rupert St., 
Worcester, Mass. 





OR SALE—Shoe store in growing industrial 

city of western Pennsylvania. Main street lo- 
cation, well established business. Small capital 
required. Opportunity for progressive mer- 
chant or chain store. Address B-815, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ULL set of Shoe Display stands consisting of 

40 pieces. Up to date style. Nearly new. Price 
for the set $45.00. Cost $125.00. Address L. 
C. Randall, 67 Merrick Avenue, Merrick, Long 
Island, N. Y. 





num charge 75 cents. 


be counted. 





a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
In all other cases each word of the address should 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
#* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™® 


Mini- 
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FOR SALE 


MERCHANTS’ NEEDS MERCHANTS’ NEEDS 



























S HOE Stores For Sale in a good growing town 

in Long Island; also a branch store; will 
sell either one or both; cash capital required at 
least $20,000.00. Inquire B-850, care Boot & 
Shoe _ 239 West 39th Street, New 
York, N. 





ONLY Shoe store West Virginia town of 6000. 

Stock clean. Location best. Rent cheap. 
Excellent for Chain or Progressive. $5,000 re- 
quired. No bargain hunters. Address B-849, 
care Boot & Shoe oe, 239 West 39th 
Street, New York, N. Y. 











NE-HUNDRED per cent shoe store, location 

between 24th and 42nd Street, near Sth 
Ave., N. Y. C.; nine year lease; selling nation- 
ally advertised line ladies’ and men’s shoes 
$8.50 to $13.00; can reduce stock to suit; rent 
$9,000 a year; store 20x100; will consider 
partner; owner has other interests. Address 
B846, care Boot & Shoe + -e 239 West 
39th Street, New York, N. Y 





OR SALE CHEAP—3 Modern Oak settees 

with leather seats and backs, 4 ladders com- 
pletely equipped with tracks, also two automatic 
time clocks for lights in windows, everything 
almost new. Write to W. J. Reif & Son, 
Honesdale, Penna. 








WANTED TO BUY 


WANTED to Buy, a well established family 

shoe store in city of over twenty thousand, 
in central or northern Indiana or central Mich- 
igan, must be well located and have good lease 
and doing $50,000 or better annual business. 
Will pay cash. Address B-847, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, 'N. Y. 


































This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 

Send for Samples 
Window Fabrics 


and Valances 


THE HECHT FIXTURE CO. Everything in Fix- 
2338 South Wells St. tures 
CHICAGO 











ETAIL shoe store wanted; must be paying 

proposition; N. Y., New Jersey, or Penn- 
sylvania. Address B-845, care Boot & Shoe 
at eae 239 West 39th Street, New York, 
— A 














MERCHANTS’ NEEDS 






























Milbradt 
Rolling Step Ladders 


Bable you to reach your 
highest shelves convenient- 


101 YEARS oF TURING 





yy. 
They last a lifetime 
and 


Are made in any style, 
ghape or sise to ft any 
Kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1896 


2416 No. 10th Street 
ST. LOUIS, MO. 





























TILTS ATANY ANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louls, Mo. 


OME H-W chairs are in 

BLANCO keeping with the most 
KEEPS WHITE SHOES luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 












In tubes ready for use or in 
cake form 

LAING HARRAR & CHAMBERLIN 
43 3rd St., Philadelphia 

SOLE AG ENTS TOR THE UNITED STATES 






































Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, IIl.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; ; St. Louis,Mo.; Port-. 

and, Oregon; San Francisco, Calif, 










Everything for Your Windows 
Futuristic Displa 
Backgroun iim 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Scenes, Velour Papers, 
Paper Borders, Robbon Borders, Decorative 
Papers. Puffing, Foils, Flitters, Valences, Drap- 
ing Material, Grass Mats. Send for Fancy 
Paper Booklet. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
11S West Broadway, New York 














Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 











POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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- SHOE 
LABELS | LABELS 
SHOE CARTONS | The DISTINCTIVE and 


EXCLUSIVE BUT NOT EXPENSIVE PERMANENT MARK 


E.H.KLUGE 
23° a1 ual AVE « BRODKLYN. NY W E AVI! | G Be ©. 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 32-59 W 34k ST, NNV.C. 


Phone WISCONSIN 8130 


ESTABLISHEO 


























WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 








KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phene Spring 1445 
We are open te 
BUY FOR CASH 
retall stecks ef SHOES—GENERAL MER- 
CHANDISE — Unexpired leases = aaeumed 


POSTER @ DEUTSCH 
486 Grand St., New York City 
Phone Dry Dock 0352 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus us for our bid 
lo Cash transactions. 
Export Surplus Purchase Co., Inc. 
506 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 














MERCHANTS’ NEEDS 








STEEL ADVERTISING 
COMMODITIES for 


GOOD WILL 
CREATING 
Butten Heoks 
Beot Hooks 
Shee Herne 
Put Back (seap- 
stone) Shakers 


Sendte Windew Reachers 
maote Hooks Window Hooks wy a 


J. L. SOMMER MFG. CO. 
NEW JERSEY 


NEWARK 
LARGEST MANUFACTURERS IN THE WORLD 








VANITY BOWS 





Since 1910 
MANUFACTURERS! 


When making up ro oom les for 


the BOSTON S » com- 
municate with us for samples of our 
complete line of bows and leather 
ornaments. 


We sell direct to manufacturers only. 
Write for samples today. 


VANITY NOVELTY WORKS 
1261 Atlantic Ave., Bklyn., N. Y. 














BUSINESS OPPORTUNITY 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








MERCHANTS’ NEEDS 












—WINDOW 
DISPLAY FIXTURES 


mace buy 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
ms, SEND FOR CATALOG 









Is He Wise or Weiss? 


MILWAUKEE, Wis. (UTPS)—A peti- 
tion filed by Wise Shoes, Inc., on May 
17 would restrain Meyer M. Weiss, 
proprietor of a bootery at 427 Wis- 
consin Avenue from using his own 
name in his show window advertising 
signs. 

The plaintiff in the action charges 
that Mr. Weiss designed his store, his 
show windows and signs to imitate 
those of the Wise Company. An order 
was also asked to pay for profits made 
during the time the name is said to 
have been used. Signed by Circuit 
Judge Charles Aarons, an order was 
served on Mr. Weiss to show cause 
“why his- concern is not to be enjoined 
or restrained from using the name or 
doing business under the style of Weiss 
Shoe Shop or adopting or using any 
trade name in imitation of that used 
by the plaintiff.” Perhaps the most 
novel feature is that the plaintiff seeks 
to restrain the defendant from using 
his own name in the business on the 
grounds that the similarity has “mis- 
led the public into believing that the 
Weiss store is owned and operated by 
the Wise concern.” 

The plaintiff has obtained photo- 
graphs tending to show the likeness of 
the store fronts and symbols or trade 
marks painted on the show windows. 
That the defendant advertised in Mil- 
waukee newspapers under “The New 
Weiss Store” is alleged to have been a 
further attempt to mislead the public. 





Organizes Safety Club 


DAYTON, OHIO, May 21 (UTPS)— 
The Ground-Gripper Shoe Shoppe, 
located in the Biltmore Hotel Block has 
organized a Little Gripper Safety Club 
for the purpose of aiding in the protec- 
tion of children on the streets. 


96 





Linens, Whites and Sport 
Shoes in Demand 


LYNN, Mass—Linens keep on going 
well. Some are trimmed with leather, 
others with embroidered designs. The 
run on whites will continue until well 
into June. Sport types also are vol- 
ume sellers, both those for service and 
those for spectator wear. Demand for 
footwear for graduation festivities is 
probably better than a year ago. There 
are more graduates. Black kid holds 
steady, according to one tanner, and 
another says the same for brown kid. 
This applies to price as well as to 
volume of sales. 

A fair start has been made on suedes 
for fall. Blacks and browns are wanted 
mostly. Suede kid, a new stock, com- 
paratively speaking, seems to be in 
extra strong demand. A _ new finish 
on reptiles is coming. Lizards and alli- 
gators are what’s wanted just now. 
Pastels on calf are in use for both 
bags and shoes. This combination, in 
fall colors, may be good next season. 
Tanners say that patent leather isn’t 
moving as it was a year ago. But 
they are cutting a lot of it in Lynn 
shops. 

Short coupled lasts are showing up. 
One measures but 134 in, from the top 
lift to the break into the shank on a 
No. 4B. That’s extreme. New York is 
asking for vamps longer than those 
sold in other cities. On one hand there 
is a tendency toward shoes that look 
long and slim, and on the other toward 
shoes that look little. Some new shoes 
measure nearly two sizes short in the 
stick. Heels are according to general 
character of the shoe. 

Pumps have run strong another 
week. It’s a great year for the operas. 
Ribbon ties are making some showing. 
Open shang models continue to sell. 
Oxfords are probably doing better than 
a year ago. This is on account of the 
popularity of sports. 

On the whole, styles are at the mo- 
ment “drifting aimlessly” as the stock 
market reports say. However, definite 
trends will develop soon, as buyers 
come to the style show and place their 
orders. 

Prices are worth more study than 
they are getting. Hide and skin quo- 
tations, and like statistics, are not the 
best barometer. Actual market condi- 
tions will make prices, also profits or 
losses, on fall footwear. Tanners are 
learning to keep their production down 
to requirements. There may be stocks 
on hand, according to government sta- 
tistics. But that counts for little with 
makers of novelty shoes. They want 
style, fresh style, new and novel. If 
a strong buying movement develops as 
fall business opens up, there’s likely to 
be some unusual price movements on 
specialties. On the other hand, Lynn 
is figuring a new grade of shoes to 
retail at $4 a pair for volume business. 

It appears that women continue to 
wear out shoes at the rate of 2,000,000 
pairs a week. So there’s future busi- 
ness ahead, especially with new types 
and grades that keep appearing. 





Tanner Goes Abroad 


LYNN, Mass.—Edward M. Winslow, 
of the Benz Kid Co. has gone to 
a. He will spend a while with 
Sir Percy Daniels, the noted English 
leather buyer. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 


adi ion ee ee 





Telen r SHO! 

RECORDER 
STOCK »'DAILY SALE 
RECORD 


























MASTER STOCK SHEET 





MONTHLY INVENTORY 
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‘Sexes 0 10 
Liste Genes" os Junior Bove) 

Suse 9 00 V4 Wel 

Widths B, C, D and E 


‘ouths’ Shows are 
Sises 12 00 2 or 1002 








(New Revised Fifth Edition) 
De Luxe Flexible Binder with gold embossed name 
shield— illustrated above at top—supplied in place 
of Black Cloth Binder at $1.25 extra. 


Black 
Cloth 





and corners, 
gold lettering the Stock Record System. 


You Do Just That! 
Insures Accuracy of Buying Judgment 





“If a $5 Gold Piece Falls Thru 
a Crack in the Floor”—is the 


Binder— title of our instruction brochure 
red imitation for keeping stock records: — 
leather back 


Supplied with each order for 











One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheetse—$1.00 

(minimum order) 

Each fits the STOCK RECORD loose 
leaf binder. 


Black Cloth Binder—11%" x 13%” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $Q.50 


West of Denver, $9.00 
Canada and Foreign, $9.50 
Above, not including 
CARTON TICKETS, $6.00 
West of Denver, $6.50 
Canada and Foreign, $7.00 
Postage Prepaid—Check with order, please 




















Clips 





P 


Shoe Carton Tickets 


60c. per 100; $1.50 for 500; $2.50 for 1000. 


ee when quantity ordered is 500 or mere. 
ostage prepaid—check with order, please. 





MERCHANTS SERVICE DEPARTMENT 
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ext Week 


you will find 


in the 


Boot and Shoe 
Recorder 


REVOLUTION in men’s wearing 

apparel is scheduled for this sum- 
mer. The traditional year in and year 
out coat, vest and everything else will 
receive a jolt calculated to thump cash 
registers the country over. It is axio- 
matic that “as the suit goes, so goes the 
shoe” and we give in this issue the 
new and prominent place of light- 
weights and summer type shoes for men. 


A" A A 


N the same issue, we take a seven- 

league leap into fall. We hope to 
arouse the men’s shoe industry to a 
realization of the fact that no out- 
standing new shoe has yet been de- 
signed for men’s wear for next fall and 
winter. It would be worth a million 
dollars to the shoe stores of this coun- 
try if they could get a new thought on 
men’s shoes, before the change comes 
from summer to winter weights—may- 
be we can indicate the IDEA. 


AAA 















1 INVIS] BLE. 
MIDDLESOLE 


Progress invented the great loom and banished the spin- 


ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement . . 


Leading shoemen, the country over have acclaimed 


Invisible Middlesole—the outstanding achievement Ss 


in modern shoemaking 


This scientific method of bottom filling means greater 
efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 


BECKWITH MANUFACTURING COMPANY 
Manufacturers of Wulco Products 


Statler Building Boston, Mass. 


Sa ae 
* / 
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FASHION -I1S- ENTHRALLED: BY: 


> d 
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l€dl NCHNEC 


LOO%, FULL FASHIONED 


MANUFACTURED UNDER vu. Ss. PATENT NO. 1,663,087 











The finer type of full fashioned hosiery with fashioning 
marks concealed . . . Feather iashioned all the way 
into the seam permits full fashioning over an area of 
nine inches as against four inches in ordinary fashion- 
ing. As another result of Feather Fashioning, you have 
a smooth, unblemished back ...An exquisite feather 
is suggested by the long, sweeping curving course 
of the threads tapering gracefully until lost in the 
neatest of seams. Feather fashioned stockings repre- 
sent the last word in hosiery refinement and elegance. 


FEATHER FASHIONED HOSIERY 
In Sheer And Service Chiffons 


and in 


DULL-TWIST 


(not chemically de-lustred) 
Per To 
Doz. Retail 


No. 362.. Twist Chiffon .. 4 thread .. Peco... $15.00... $1.95 
This Certifies No. 365.. Twist Chiffon ..3 thread..Peco.. 18.00.. 2.50 


& 
First Quality No. 348 .. Sheen Chiffon..4thread..Peco.. 15.00.. 1.95 
Full Fashioned | No. 351 .. Sheen Chiffon ..3 thread..Peco.. 18.00.. 2.50 
Silk Hosiery Qi No.354..Sheen Medium Service . ........ 15.00.. 1.95 
p | - é 
NOTICE ADDED AREA OF FULL FASHIONING All numbers with French Heel 
A F 7 oe 





SOCIETY MAID HOSIERY CO.), Inc. 
Mills at Willow Grove, Pa. 
Order from nearest stockroom. 
Stockrooms: 354 Fourth Avenue, New York 
Santa Fe Building, Dallas, Texas 
1014 Farnam Street, Omaha, Nebraska 
The Merchandise Mart, Chicago, IIlinois 





Up to now From now on 
in fine hose in finer hose 
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So Goes the Market 
Developments of the Month 
On page 105 


Stepping Along with Dulls 
Grenadines and Crepes Make Progress 


On page 108 


Stick to Sizes 
Let Colors Fall Where They May 
On page 110 
Moderne Setting—Modern Hose 
New Fixtures 
On page 115 
Tip-Toeing Through the Style Market 
New Things Illustrated 
On page 118 


The Color Trend 
Best Selling Shades 
On page 120 


Who’s Who in Hose 
News of the Trade 
On page 122 
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TRADE UP WITH 





maraquisette 


(registration applied for) 


DULL 


Genuine Crepe 
Silk Stockings 


made of Grenadine Twist 
(Fabrel Yarn) 


and they will bring you 
SMART PROFITS 


Six All-Inclusive 
Over-the-Counter Sales Points 


DULL —dullness permanently knitted in. 

SLENDERIZING—enhances grace of leg and ankle. 

CLEAR—Mojud perfection in knitting and dyeing. 

SHEER—Grenadine Twist is a special, tightly twisted yarn 
with all fuzzy ends eliminated. 

5. DURABLE—Grenadine Twist protects the stocking from 
snags and minimizes the possibility of runs by 
twisting the loose fibres together. 

6. CREPE—These stockings are not delustered—they are 

not an imitation of crepe—they are genuine 

Grenadine Twist... Every pair marked ‘Warranted 

Genuine Crepe.” 


RWN = 


Four Styles—Each is All Silk Including Reinforcements 
$12.50, $15.00, $22.50, $27.00 per doz. Send for samples 


MOCK, JUDSON, VOEHRINGER CO., Inc. 


PIERCE and EIGHTH AVENUES, LONG ISLAND CITY, N. Y. 


New York Sales Office: 385 Fifth Ave. Chicago Branch: The Merchandise Mart 
Factories: Greensboro, N. C., Philadelphia, Pa, Long Island City, N. Y. 


Write to us for two folders which we have given the title, ‘‘What is a Good 
Customer Worth” . . . We believe the MOJUD plan outlined therein will 
answer the problem of New Day competition through suggestions for the 


= intensive cultivation of your local market . . . Worth writing for . . . at 
once! Address Department p_ 
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SO GOES 


AY, 1930, will go down 
in hosiery history as a 
rather tough month. 
Weather conditions, the country 
over were not propitious for large 
retail sales and consumers, in view 
of general business conditions, con- 
tinued to show a reluctance to 
part with their money with any 
great degree of freedom. 
3ut while the retail end of the 
trade was passing through a 
period of comparative inactivity, 
the producing end was busy with 
its annual convention, the Knit- 
ting Arts [-xhibition in VPhiladel- 
phia (both running simultaneous- 
ly) and a frantic introduction of 
new varieties of dull hose, or dull 
hose under new names. 

Immediately following the convention of hosiery 
producers, came further price cuts by the largest pro- 
ducer of unbranded goods. Time has been too limited 
since these price cuts to appraise their true value as a 
stabilizing influence, but it certainly appears as if the 
bottom in prices has been reached. Price cutting also 
extended to the recently introduced grenadine and 
crepe hose, which started out as $1.95 retail numbers 
and now can be had at prices permitting their being 
retailed at $1.50 a pair. 

The answer to the question of what is wrong with 
the hosiery industry was found at the twenty-sixth 
annual convention of the National Association of 
Hosiery and Underwear Manufacturers held on May 
15 in conjunction with the twenty-sixth annual Knit- 
ting Arts Exhibition staged in the Commercial Mu- 
seum, Philadelphia, May 12 to 16. 

The exhibition and convention came at a time when 
the producing end of the hosiery industry had plenty 
of worries, the chief of which was an unstable price 
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Overproduction Halt, Price 

Cuts and Further Develop- 

ments in Dull Hose Features 

of the Month in Primary 
Markets 








HE MARKET 


situation and a glut of manufac- 
tured goods. In the week imme- 
diately following the convention 
and exhibition, Berkshire and 
Apex, the two largest producers 
of unbranded full-fashioned silk 
hosiery, announced further price 
reductions. 

l‘aced with conditions that are 
highly unsatisfactory, the hosiery 
producers, in their convention, got 
down to brass tacks. The tempo 
and temper of the meeting was set 
by John Wyckoff Mettler, presi- 
dent of the association and of the 
Interwoven Stocking Co., in his 
opening address, when he plunged 
immediately into a discussion of 
the problem of overproduction and 
its remedy, 

“In a vear such as 1929, most of the industries en- 
gaged in the production of necessary articles showed 
highly satisfactory earnings,” he said. “The hosiery 
and underwear industry, however, as a whole, and with 
very few exceptions, showed little or no gain and, in 
many instances, heavy losses, due almost in every case 


to failure to keep production balanced against sales. 


ah jens many of the smaller manufacturers, and 
some of the larger ones, cannot resist the temp- 
tation to keep up full production in order to ‘keep down 
costs,’ failing to realize that such a policy only brings 
greater loss at the end of the operation through the 
sacrifice of forced sale. Such a policy of procrastina- 
tion, of failing to cut down production at the proper 
time, merely puts off the evil day and dams up the 
trouble to make it all the worse when it comes. 

“We know positively of huge overproduction in 
many plants and of large quantities of goods being 
sold well below actual cost and of a number of mills 











which, as a result of such policy, are 
either now in liquidation or ‘dead 
on their feet.’ 

“And the worst feature of the 
present situation is the unnecessary 
and preventable extra load of these 
large surplus of stocks in depres- 
sing the market price, coming on 
top of a general business depres- 


sion. 













the importance of watching their 
inventories of finished goods. We 
were not trying to tell anyone how 
to run his own  business—but— 
neither were we remaining silent 
when we felt obliged to speak. 

“A few criticized our ‘free ad- 
vice,’ but the vast majority recog- 
nized the soundness of our caution 
(even if they didn’t act upon it). 
Hindsight is always better than 









ss O sales pressure can over- 





4 ‘come the great basic funda- 
mental laws of economics. The time 
to sell is when people want to buy 
and the time to buy is when people 
have to sell. Don’t continually 
force yourself into a position where you have to sell. 

“Don't put yourself in a position where the other 
fellow holds ‘all the cards’ and then expect to success- 
fully ‘play the game.’ Of course, sooner or later, this 
situation will take care of itself, but it will be a case 
of the ‘survival of the fittest’—we hope. 

“One thing is sure—the day of shortage of capacity 
is over for good in the hosiery industry, and the whole 
problem has shifted to one of regulation of output 
and of marketing. None can hope to survive who are 
not qualified, by proper organization, to cope with the 
marketing problems. 

“After all is said and done, the actual net worth 
capacity of any ho- 
siery manufacturing 
business is measured 
today by its ability to 
market its product. 
That is the real neck 
of the bottle, and no 
one sees the picture as 
it is who fails to get 
it from this true point 
of view. 

“Your production 
must be determined 


entirely from what 
you can sell and you must not make what you cannot 
sell at a profit. Seli-evident and elemental, but it takes 
backbone to stick to it. 

“When the crisis of last fall came on, we issued a 
warning to all manufacturers, calling their attention to 












John Nash McCullaugh 


FROM PARIS 


The Marquise Vahdah de Bonis writes us from Paris: 
“| have noted that Alexandrine, who sells stockings 
as well as gloves, is offering almost a bronze brown 
stocking to her smart customers. 
brown, while many are buying and wearing very thin 
sunmetal, with black shoes 
silver are used with silver trimmed shoes, and pale 
flesh with all other colors.” 


foresight. We can all see now that 
what was said then was exactly cor- 





rect. 

“It saved many from serious sit- 
uations, but, unfortunately, there 
were many who went blindly ahead 
overproducing, only to find themselves later in the em- 
barrassing situation of having to close down part-time 

just when their more sagacious competitors were all 
through with their troubles and back close to a normal 
employment of labor, and many found their funds all 
tied up in goods produced at higher than present cost 


of raw materials. 


al Benge is very little difference between being 
‘all tied up’—and ‘dead broke.’ 

“The stocking up of great sections of the country 
‘on tick’ with knitting machinery, much of it for 24- 
hour operation, without regard for the capacity or 
limitations of the 
market, could only 
end in disaster. 

“During the year 
1929, 2500 new full- 
fashioned machines 
were installed in this 
country, many of 
them 24 set high- 
speed machines, and, 
during the same year, 
a single seamless ma- 
chine maker was in- 
stalling 500 machines 
a week for new additional production, largely in the 
South. Many mills have gone out of business during 
the past few months and more of them realize they are 


A few are buying 


For evening, white- 


riding for a fall. 
“The manufacturer who just sets out to make goods, 
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without knowing where they are 
going, simply has the cart before 
the horse. The man who makes 










first vice-president  ( reelected ) ; 
William Mayer, Apex Hosiery Co.. 
second vice-president, and [Ernest 





only what he has definitely mar- 
keted is hooked up right for the 
long pull and is the only one who 
has a right to expect to survive. 

“Any sound business man of or- 
dinary intelligence would consider 
it unbelievable that any large por- 
tion of a great industry could keep 
on, year after year, making up sur- 
plus goods, glutting the market, and 
then selling them at actual loss, just because these man- 
ufacturers keep on kidding themselves with the penny- 
wise and pound-foolish policy of believing they are 
lowering their costs by keeping up full capacity output, 
when they cannot possibly sell their goods at a profit 
after they make them.” 

That the retail trade has not profited by continued 
cut prices in hosiery and the throwing of distress mer- 
chandise on the market was the opinion expressed by 
R. C. Kramer, associate director of the Amos Parrish 
Co., fashion and merchandising consultants. Mr. 
Kramer in a talk which proved the necessity of having 
fashion right” to be salable, asserted that 
a number of retailers had expressed to him their wish 


merchandise “ 
that prices for hosiery be stabilized and that quality 
be maintained. 

In humorous vein, but nevertheless tipping his shafts 
with deep-seated wisdom, John M. Botts, senior part- 
ner of Harrington & Waring, selling agents, and active 
in mill organizations, told the hosiery men a few things 
for the good of their souls. Mr. Botts, who is widely 
known for his independence of thought on many vital 
subjects within the industry, said at the outset that he 
did not expect many of his audience to agree with him. 

In general, Mr. Botts was inclined to blame distribu- 
tors as well as manufacturers for unintelligent produc- 
tion and to belittle the idea of controlled production 
and of standard specifications. He came out flat-footed 
in favor of union labor and high wages. 


M*: METTLER, who had served two terms as 
he 


ad of the association, asked to be relieved of 
his position, but the nominating committee, headed by 
Ernest Blood, insisted that he again serve as president 
and he was unanimously reelected. Other officers chosen 
were George F. Dickson, Minneapolis Knitting Works, 
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John Wyckoff Mettler 






Blood, True Shape Hosiery Co., 
treasurer. John Nash McCullaugh, 
managing director of the associa- 
tion, was paid glowing tributes by 
all speakers on the program for his 
long period of service and his part 
in the many accomplishments of the 
association since its inception. In- 
cidentally, Mr. McCullaugh was one 
of the busiest men at the conven- 


tion and exhibition. 


ROM the conversation at the luncheon and during 

the remaining time of the Knitting Arts Exhili 
tion, it was evident that the wise advice of Mr. Mettler, 
anent the folly of producing without a sure market, 
had registered deeply on the. 300 or so who heard it. 
The subject was a matter of considerable conversation 
wherever knitting men gathered and practically every- 
one approved it heartily. 

The exhibition, as a whole, was the largest, in point 
of number of exhibitors, that has yet been held. At- 
tendance, it is understood, was below some of the ree- 
ord marks set in previous years, but surprisingly large 
in view of current conditions in the knitting industries. 
The let-down in attendance, however, was due largely 
to the cutting down of the number of representatives 
of individual mills. Formerly the mills sent as many 
men to the exhibition as they could. This year two or 
three men from one mill took the place of a half-dozen 
or more, so that in the last analysis mill representation 
probably was as heavy as at any of the former exhi 
bitions. 

The lack of actual business booked on the floor of the 
exhibition hall apparently did not surprise the exhib- 
itors, who frankly stated that they did not expect much 
actual business at this time in view of the depressed 
conditions obtaining in the industry. 

Particular interest was displayed in the exhibits of 
both foreign and domestic full-fashioned machines 
shown in actual operation and in the latest and most 
improved types of seamless knitting machines. Other 
points of particular attraction were the booths showing 
spinners, particularly those making grenadine and 
crepe yarns. Throughout the week of the exhibition 
talk turned largely to the new dull stockings and their 
chances of success and their process of manufacture 








STEPPING ALONG WITH DULLS 


Grenadines and Crepes Make Progress 


\KE no mistake about it. Dull 
stockings are here to stay. 
Despite the fact that outside of 
the East there has been, as vet, no wild 
rush for dull stockings on the part of the 
consumer, the general fashion trend for 
dull fabrics in garments is so favorable 
to the introduction of dull-finished stock- 
ings that they are bound to gain in popu- 
larity. Whether they ultimately will 
replace the ordinary finished stocking is 
open to argument, but there is no doubt 
that dull stockings will be a big factor in 
the hosiery business during the next few 
vears. 
The next question in the mind of the 
merchant is “what kind of dull stockings 


” 


should I handle?” The development of 
dull hosiery is still too deeply in the 
experimental stage to give definite answer 
to this question. Early in May it looked 
as if the grenadine twist stocking had the 
better of the argument in_ popularity. 
Grenadine twist yarns are made by twist- 
ing single ends about 36 turns to the 
inch in one direction, then doubling the 
ends and twisting about 32 turns in the 
other direction, making a balanced yarn. 
However, so-called “genuine crepes,” that 
is, yarns made of twisting single ends as 
high as 7O or more turns to the inch, 
doubling and then twisting around 65 
turns to the inch in the other direction, 
have gained many recruits. It is claimed 
by the advocates of genuine crepe stock- 
ings that they have more of the crepey 
look than the grenadines, and hence im- 
press the customer as being something 
radically different. 


HILE much is claimed for the 

chemically treated stockings, this 
process has few advocates. Many manu- 
facturers maintain that any process of 
delusterizing silk by chemicals weakens 
the fiber and there is some fear that some 
of the chemical treatments may inject a 
poison into the stocking that may have 
serious reaction should the hose be worn 


by a woman with an open cut on her leg. 
No actual cases of this have heen reported 














as yet, but it is a topic of conversation 
among hosiery manufacturers. Those wlhx 
are using chemical processes, however 
assert that there is considerable merit ii 
them. Chemical treatment, however, does 
not give promise of being used as exten 
sively in achieving dull effects as the us 
of twisted varns. Many producers have 
rushed into chemical processes in ordet 
to get out a dull stocking quickly or t 
convert surplus stocks of ordinary stock 
ings into dull-finished ones. 

Several concerns are still doing a goox 


business in “inside-out” stockings and 


maintain that the market for these ha: 
heen scarcely scratched, vet several of the 
firms that introduced inside-out stocking 
a month or so ago have either change: 
over to the grenadine or crepe twists o1 
have added the twisted varn stockings t 


their lines. 


HAT dull stockings occupy a larg: 

part of the thinking time of the ho 
siery manufacturers was amply demon 
strated at the Knitting Art Exhibition in 
Philadelphia last month. The most 
crowded booths were those of concern 
offering twisted yarns or yarn-throwin: 
machinery. When two hosiery manufac 


turers met on the floor of the exhibition it 


wasn’t long before the talk drifted to dul 
finishes. 

Westcott was first in the field with 
dull-finished stocking, made of twiste 


“ 


yarns and named “Fabrimode.” The: 
came the first inside-out stocking, whic! 
was put out under the name of “Rograin’ 
by the Combine Hosiery Co. Soon oth 
dull stockings were on the market. 
canvass of the leading makers and dis 
tributors in late May showed them eithe 
marketing dull-finished stockings or pre 
paring to do so. Here is the informatiot 
Cooper, Wells & Co. — Considerin 
adding a dull stocking in the near futur 
Triumph Hosiery Mills—Marketing 
grenadine yarn stocking under the nan 
of “Noglo.” Artcraft—Has a lusterle- 
surface stocking under the name « 
“Dulcote.” Society Maid — Feath« 
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iame. Blue Moon—aA crepe twist stocking under the 


ame of 
ilk stocking ready for delivery June 15. 
‘o.—Dull-finished stockings under the 
ame of “Dultone’’ and three grenadine 
twist chiffon numbers under the name of 
\s You Like It” Grenadine. Quaket 
losiery Co.—Five numbers in dull hose 
inder the name of “Dultex,” a full grena- 
(ine twist and a clox hose and three num- 
lers under the name of “Shad-O-Less.’ 
jax—Making grenadine crepes. Carl- 
t.n—Grenadines and a dull-finish under 
tie name of “Nudeleg.”. Arrowhead— 
| lanning to introduce dull hose of twisted 
yarns in both seamless and full-fashioned 
lines. Dexdale—Three numbers “which 
vive True Dullness.”” Rollins—Two dull- 
finished stockings under the name of 
ul-Silk.”” Brooks—‘Complexion” hose 
with a dull finish, and a genuine crepe 
silk stocking. Finery—Originally mar- 
keted an inside-out stocking under the 
name of “Reversit,” but have changed 
this to a crepe twist silk and have added 
an additional twist number. Wayne—A 
treated dull-finish and also a grenadine. 
Ely & Walker—Two grenadine dull 


twists. Van Raalte—Several  dull-fi- 
nished numbers. Jurson — Grenadine 
twists. 


TRUTWEAR — Seamless and_ full- 
K fashioned grenadines under the 
name of “Strutwear Crepe.” Miller Ho- 
siery Co.—Two styles in dull-finished 
stockings. Harrington & Waring 
Grenadines and genuine crepes. Kramer 
Hosiery Co.—Two grenadine twist num- 
bers. Phoenix—Twisted yarn hosiery 
under the name of “dulSheer.” Mojud 
Genuine crepe, feather-fashioned under 
the name of “Marquisette.”. Windsor— 
Hose of twisted yarns under the name of 
“Supre-Twist.”” Ruby Ring—Dull stock- 
ings under the name of the “Reverse 
Stitch.” Huettig — Feather-fashioned 
grenadines. Nonpariel—Dull hose under 
the name of “Dull Weave.” Larkwood 
grenadines under the name of “Dul- 
sheen.” Onyx—Dull stockings known as 
“Lac-Lustre.” Kayser—Twisted = yarn 
stockings under the name of “Sansheen.” 
Trojan—Dull stockings known as “Flat- 
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fashioned stockings of grenadine named “Dull Twist’ 
ind 300- and 340-needle seamless goods under the same 


Tishu.” Holeproof—A new grenadine crepe 











Tone.” Walter Fred Hosiery Mills—Dull hose under 
the name of “Powdurtone.” .\llen-A—Sheenless hose 
under the name of “Dulltone.” Golden Art Hosiery Co. 
—Dull stockings under the name of “Shel-Tex.” 
The grenadine and crepe situation may now be com- 
plicated by patent litigation. From Wash- 
ington, on May 20, came news that the 
Westcott Hosiery Mills had obtained a 
broad patent covering the use of counter- 
twisted yarns in hosiery. “The patent was 
issued to David H. Young, who asserts 
that he spent some two years on its in- 
vention. He is understood to have 
assigned the patent to the Westcott 
Hosiery Mills, which in turn is issuing 
warnings against infringement. Repre- 
sentatives of the Westcott firm assert that 
many of the largest producers of hosiery 


in the country have made overtures for 





the acquiring of licenses to manufacture 
grenadine and crepe stockings. 

In a formal statement after the issuing 
the patent Mr. Young said, “It will be 
our policy to charge only a moderate 
license fee, which will not be prohibitive 
or an unfair burden upon any mill or re- 
tailer.”” 


T is understood that the Westcott firm 
is contemplating a licensing fee of 25 


cents a dozen pairs, the bulk of the money 





thus obtained to be spent for consumer 
advertising to exploit the grenadine stock- 
ing. This fund, it is also proposed, will 
he augmented by contributions from 
throwsters and varn merchants handling 
grenadine yarns. 

Plans already are under way to attack 
the validity of the Westcott patent. In 
one quarter it is asserted that even if the 
Westcott patent stands it will not affect 
the manufacture of genuine crepe stock- 
ings. 

John Nash MecCullaugh, managing di- 
rector of the National Association of 





Hosiery and Underwear Manufacturers 
made a plea for the stamping of genuine 
crepe and grenadine stockings as. such 
after an investigation among New York 
stores advertising crepe and grenadine 
stockings revealed the fact that but three 
out of sixteen stores advertising them, 
actually had the genuine article in stock. 
The Silk Association of America also 


has taken steps looking toward the proper 





identification of the new stockings. 
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TICK To SIZES-LET COLORS 


In Hosiery as in Shoes, the Fontius Store in 
Denver, Colorado, Insists that Fit ts 
First Consideration in Properly Mer- 

chandising the Department 


3y WILLIS PARKER 


T may or may not be wise to permit a customer to 

see colors and styles of hose not her size. Mrs. 

Madeline Bell, in charge of the hosiery department 
of the Fontius Shoe Company, Denver, Colo., thinks it 
is unwise, inasmuch as the visitor may see a color that 
strikes her fancy, and, if you happen to be out of it in 
her size, she undoubtedly will feel that your stock is not 
complete. She may go elsewhere in search of it in 
her size. 

The arrangement of the department, the method of 
stocking and displaying the merchandise, the sales- 
manship principles followed and the cooperation exist- 
ing between the sales people in shoes and in hosiery 
produce a prosperous, profitable and active section. 
lirst of all consider the department and stock arrange- 
ments. 

The department is located near the front entrance 
and upon the outgoing visitor’s right, which is, accord- 
ing to scientific principles of store lay-out, excellent as 
a retarding element, serving to achieve a second, or an 
extra, sale. ~ 

Instead of keeping the stock in pasteboard boxes on 
shelves, the management has eliminated boxes in favor 
of glass fronted drawers divided into compartments 
by paper covered boxes about the size of a shoe box. 
The merchandise is assorted into size, color, price, and 
weight classifications, making it easy for sales people 
to instantly “grab” a handful of stockings according to 
any one of these classifications. 

The first question asked the visitor is the size. The 
next is the weight. These factors known, the sales 
person confines her exhibits of merchandise to them 
thereby precluding the possibility of displaying a color 
not carried in the customer's size. The price element 
is, of course, important, but it can be relegated to the 
closing portions of the interview. We shall explain 
more about weaving in the price element after we have 
considered one other salesmanship method Mrs. Bell 
and her three assistants follow. 


“Do not be 
afraid to show 
your. merchan- 
dise.”’ This is one 
of Mrs. Bell’s 
business mottos. 
The stock ar- 
rangements _per- 





mits a sales per- 

son to remove as many as a dozen pairs of hose fron 
the drawer with one motion of the hand and arm an 
spread them on the counter before the customer. Neve: 
is a drawer permitted to be removed from the cas 
and placed on the counter for the customer’s edifica 
tion. To do so, would invite the customer to paw 


over the contents and possibly damage some of the 


goods. But enough goods should be spread in front 
of the customer to make her feel that the sales perso: 
is anxious to discover what will satisfy. Furthermore 
display of an abundance of goods encourages purchas 
ing in volume. This brings up the price factor agai 


o IMBINATIONS of three pairs of hose at a pric 
-~ somewhat less than the price of purchases in units 


of one pair tend to increase the volume of sales. Three 


pairs of S2 hose for $5.50 illustrates the plan. Propor 


tionate discounts are offered in other priced hose, both 


upstairs and in the basement hose department. | 
applies to women’s, misses’ and children’s hose. Men’ 
hose are excluded from box prices. 

While it is not a good policy to permit the sal 
person to talk too much, still she must say enough 1 
show the customer that she, the sales woman, is inte: 
ested in helping the customer find what she wants a1 
to prevent the customer from having to ask too mai 
questions to satisfy her buying curiosity. 

The cooperation between the hosiery and shoe sal 
people is excellent. When the shoe salesman has co! 
pleted his sale, he is expected to suggest hosiery 
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FALL WHERE THEY MAY 

















harmonize and complete the footwear ensemble. The 


salesman accompanies the customer to the hosiery de- 
partment and deposits the customer's purchase on the 
counter—unwrapped. He leaves after introducing 
the customer. 

It is not wise for the shoe salesman to hang around 
when the hosiery transaction is under way ; not because 
the customer might be embarrassed, but because the 
visitor may have spent most of her money for shoes 
and she may not wish the salesman to know how many 
pair of stockings she did or did not purchase and the 
price she paid. The shoe salesman receives a commis- 
sion on all hosiery sales originating through his efforts. 
3ut when the hose sale has been completed, the shoe 
salesman is summoned to wrap up the shoes and to bid 
the customer adieu. 


INCE the hosiery section handles handbags, a com- 

plete ensemble of shoes, hose and handbags may 
result. Frequently the handbag sale is accomplished in 
this manner: 

When the customer is seated, the salesman, apprais- 
ing the possibilities, goes to the hosiery department, 
selects a handbag, asks the customer to look at it while 
he obtains the visitor’s size from the shoe stock. This 
gives the visitor something to occupy her mind while 
the salesman is absent. Then when she is fitted with 
a pair of slippers that match the handbag—well, there 
is a possibility of another sale. 


The handbag sale sometimes is accomplished through 


HosIeERY AND ACCESSORIES 
SECTION 


Here is the hosiery depart- 

ment in which Mrs. Bell prac- 

tices what she preaches 
successfully 


the hosiery department when the shoe sales- 
man brings a customer and her new shoes to 
the department for hose. 

“We never suggest that the salesman for- 
got to show the visitor the handbag that 
matches her shoes,” Mrs. Bell explained, “but 
we intimate that perhaps the salesman did 
not know that we had just gotten the bag 
in stock. We produce the bag, place it be- 
side the shoes and then show the hose. It depends upon 
the customer's reaction, when she sees the handbag 
that matches her shoes, how strongly we stress the bag 
sale.” 

Men's, children’s and women’s hosiery are combined 
into one department now, though they used to be di- 
vided in the belief that the men would much prefer 
to buy stockings where no women customers were 
about. This proved an unnecessary precaution and it 
was not convenient for the women folks who sought 
sox for their husbands at the same time they were 


purchasing hose for themselves. 


A the annual meeting of the Full-Fashioned [lo- 
siery Manufacturers of America held in Phila- 
delphia during the Knitting Arts Exhibition, S. E. 
Summerfield of the Gotham Silk Hosiery Company, 
who has been president of the organization since its 
formation about a year ago, was reelected to that po 
sition. Other officers elected were Joseph H. Haines, 
Jr., Haines Hosiery Mills, vice-president ; leo Propper, 
Propper-McCallum Hosiery Company, treasurer, and 
Samuel Rubin, Merit Hosiery Company, secretary. 
The association, formed primarily to deal with con- 
tractural relations between the hosiery manufacturers 
and the American Federation of Full-Fashioned Ho- 
siery Workers, now consists of 41 members, represent- 


ing 57 full-fashioned mills. 
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The SUPER TWIST 
is what counts in 
making a DULL 


stocking 


Only a true crepe stocking is perma- 
nently dull, and only a super twisted 
yarn can make a true crepe stocking. 
Jade C445 is a real crepe stocking of 
exquisite dull texture and great elasticity 
that will give lasting satisfaction and 
wear to your customer. 


JADE Hosiery 


Elliott Hosiery Co., Inc., Makers 
258 Fifth Ave., N. Y. 





Pure Thread Silk Full Fashioned Hosiery 


BEAUTY 
DURABILITY 
ECONOMY 


The requisites of the © 
discriminating wo- | 
man’s hosiery. Ruby 

Ring combines all cncomnent 


Every pair bears 


three. They fit—they the Hallmark of 


roe oe nl = wear—they are mod- ecoutors Tatu, 
RUBY RING. erately priced. it ie 


PATERSON MUTUAL HOSIERY MILLS, Inc. 


Mills: 
Paterson, N. J. 
Philadelphia, Pa. 


267 Fifth Ave., New York City 


Steckrooms : 
Chieage, til. 
San Franeises, Cal. 
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The New Dhin 
Offers Dealer; y 


Dealers are naturally interested in selling hosiery 


it r pu 
net them a good protit and assure them satistied © jst Am 
who will come back for repeat business. ¢ pro 
te th 
The new dull finish trend in hosiery offers to de hy the 
long looked for opportunity to market hosiery tha 
only give them profits, but which will send to th ealers 
a host of new customers. \ 
sired 
Noglo Crepelike Silk Stockings are made to confi vs th 
new fashions in dull finish full fashioned silk ho- er ned th 
possess every feature of beauty, strength and lon are 


qualities that women have been looking for since t 
Noglo possesses a du! 





is knitted in to stay—it flatters the limbs by giving tke of 


that slim look which is so desired by women. 


of tull fashioned hosiery. 
streaks and rings—high tensile 


strength 


OGLO’ 





LUSTERLESS 





SILK STOCKINGS 





... the sheer stocking made 
| of a special high twist silk 


that gives it the crepe effect 


and the lasting dullness 


Noglo full Fashioned. ||| 
Silk from top to toe. Self ||| 
colored picot top. $15.00 ||| 
doz. to retail at $1.95. | 
In the newest shades. 


No. 37 


Noglo Seamless. Silk 


} from top to toe. $9.75 


doz. to retail at $1.35, 
In five suntan shades, 





| _ TRIUMPH HOSIERY MILLS.« 


| Manufacturers of Full Fashioned and Spring Necdle Si 
902-10 BROADWAY ~NEW YORK ~ Mills: Philadelphia an< 


| 
HH 
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Society Mais \Co or/ ashicne 
th oa Al) oo ee 1OO% FUL FASHIONED 


um ( Pil Manufactured under U. S. Patent No. 1,663,087 
i>. 


— 
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In sheer and medium service chiffons, 
—also 


vo Diinsh Trend DULL-TWIST 


ali is / Advantages to serve the vogue of lustre-less hose. 


all stamped. .... 


mineol 








iery ha r pul! -clear and sheer—are some of the qualities There’s nothing left to be said except r’ 2 
ied « istom#ifl make oglo popular with dealer and consumer alike @ send us your name so that you 

¢ prot ction of the. dealer the name Noglo is used to Il b ; “Shi f Fashion” 

te the product resulting from six months of experi bate © sure to receive — oo om —_ 
» des ers lyy the Triumph Hosiery Mills. with illustrations, descriptions and prices 
tha : ieee : a of Society Maid Hosiery creations de- 
oO their stdialers ould exercise caution in purchasing dull finish ‘ ‘ . 

. ie ver : . a signed to harmonize with current modes. 
A thigh twisted yarn is absolutely essential to give ‘ 
; esired tensile strength and wearing qualities. Silk 

ontorm to fws that are delustered by chemicals are undoubtedly Please Refer to Inside Front Cover QUALITY 
: hos ery, ded thru this process. Noglo silk stockings, needless Rep. U8 Pus OF 


long wearfil are made of high twisted grenadine yarn. 

ice t 

dulliess ime is now at hand when every dealer who takes ad- 
* giving tifee of the new fashion trend puts himself in a position 
. Absence fade up and take himself out of the rut of ordinary 
» terdenc titive merchandise. 


Society Maid Hosiery Co., Inc. 
Mills at Willow Grove, Pa. 


This Hall 
Mark certifies 


Stockrooms: 354 Fourth Avenue, New York City FIRST 
Sante Fe Building, Dallas, Texas Q UALITY 
1014 Farnam St., Omaha, Nebraska full fashioned 

The Merchandise Mart, Chicago, III. silk hosiery. 









UG 


a LAD? /g 


INGRAIN 
Beautiful, pure white, full (HIFFON 
fashioned stockings in sheer HOA IERY 


and service weights. Will help , 
the dealer speed up summer 
sales. A wearer of Fedden 
hosiery is a good-will asset to 
any store. 
































Full range of fashionable 





i" ASSING fads and fancies have little 
shades available. | ene on the smart, style-sophisti 
WRITE FOR SAMPLES! cated women buyers of Ingrain Hosiery 


GLO 


kings have 
ven by ex 


Discerning taste and appreciation of 


quality are creating a steady market 




















for Harris guaranteed 45 and 5! gauge 


4 stockings . . these are, indeed, the 
a “ps ; ; 
we Lily aristocrats of fine hosiery 












ests to weor 

h less ten , W of . 

uff or snag f ( Prence” A TER all, there is nothing finer, 
a greater Of z clearer, or sheerer Those who 
strength N Hosiery are not satisfied with anything but the 


best will never be content with any 


stockings but Ingrains! 


Send for Samples and Color Card! 










Created by: 
Harris Silk Hosiery Cc. 
Springfield, Mass. 

LEE & COWAN, Selling Agents 
NEW YORK OFFICE: 389 FIFTH AVE. 





FEDDEN BROTHERS COMPANY, Inc. 


Now lecated in our offices in the new Hosiery Building at 


385 FIFTH AVENUE, NEW YORK 
(At the Southeast Corner of 36th Street) 


MILLS AT SHILLINGTON, NEAR READING, PA. 









o 
LL S..0e. 
Sil» Stock 
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IRON CLAD 


Style No. 905 
A new number, just right for the outing 
season—a volume seller. 


Medium service weight, pure silk, full fash- 
ioned: silk to mercerized top, silk plaited 
foot; new panel heel. 
Allure Dream Pink Rendezvous 
Beige Clair Ivoire Rosador 
Blond Dore Light Gun Metal Sunbrown 
Crystal Beige Plage White 
Black 
Sizes, 8 to 1014 


$10.50 « sores 


IMMEDIATE DELIVERY 


Cooper, Wells & CO. 


150 Broad St. St. Joseph, Mich. 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St. Joseph, Michigan, 
and Decatur, Alabama 


Manufacturers of Quality 
Hosiery for over 
Fifty Years 


FASHIONED 


atl 
eae ial 


OILK 
Pramren Sore 


fanny, 
Service Weicrt 


EVAIL AWD? 


awit; 
Sen bo 445 


One 
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MODERNE SET TINGS=-MODERN HOSE 


The Designer of Display Fixtures 


Gets Some New Ideas 


The fixtures on this page 
are highly modernistic 
in development and are 
all admirably suited to 
the showing of hosiery, 
either in the windows or ERHAPS your store does not have a black onxy front or one 
within the store of metal and frosted glass, and perhaps inside it is still recogniz- 
able as a shoe store and is not generally mistaken for a modernis- 
tic art gallery, yet a little touch of modernism here and there would 
attract attention. How about your fixtures? 
The modern art movement has a place in modern merchandising and 
perhaps has nowhere reached the height that it has in display fixtures. 
Ideas don’t care who uses them, and the designers of modern display 
fixtures have taken ideas from everywhere and adapted them very 
cleverly to their own use. 
For instance, taken a look at the three display fixtures above. lver 
see those figures before? Of course you did, last winter in the Boot 
AND SHOE RecorperR. These little machine like figures were invented 
by our art department to illustrate a number of stories that have ap- 
peared in various issues of the Recorner. Now you find them sawed 
out of wood and converted into ultra modern display fixtures. 


T the top left we show another fixture idea that may have originated 
from the veins in the leaf of a tree or plant, while below at the 


Gein left you see what can be done with a pair of hands when an art moderne 
display fixture designer gets busy. 


HOSIERY AND ACCESSORIES 
SECTION 
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WHERE TO MAT C 





Manufacturers 
Listed 
In These Pages 
Render A 


Valuable Service 


Whether you are handling 
handbags or intend to stock 


look 


the offerings listed in these 


them, carefully over 


pages. You will find a 


sufficient variety of mer- 


chandise to take care of any 


handbag requirements. 


These manufacturers have 


studied your requirements 


as a shoe merchant. 








Tailored Bags 
To Match 
Bench-Made 
Shoes 


Bags by I. Miller match 


the shoes not only in 
material, and 
motif, but in quality of 
material and workman- 
ship. Designs gladly 
submitted. Write for 
further details. 


color, 





Dealers who are alert to 
the profit-making possi- 
handbags are 
They 


are buying handbags that 


bilities in 


rapidly increasing. 


will match or harmonize 


with their shoes, and 


displaying them in = an 


attractive manner. Two 


profits in a single sale 


have become a reality as 
wise 


a result of this 


selling policy. 





Observation of 
womens buying 
habits from year to 
year indicate that the 
show window can do 
wonders in helping 
to stimulate the buy- 
ing urge. For in- 
stance, many times a 
woman will see an at- 
tractive bag in a 
window. She 
into the store 
purchases the 


ste] Ss 
ancl 


bag. 





PALTER 
CREATES KID BAGS 
to MATCH KID SHOES 


I:xpert craftsmanship is necessary in the manufac- 


ture of kid handbags. 


It does not require close exam- 


ination of a Palter kid bag to reveal its great superi- 


ority in work- 





manship and ap- 
pearance. Dis- 
criminat ing 
women = every- 
‘where will buy 
them. 


Bag of Imported 
French Kid with 





142 IV’. 26th St., 


French Kid _ pip- 
ing. Bag of blue 
with pink piping 
or reversed as ae- 
sired. Lining of 
Moire or imported 
Celanese. Hanging 
mirror and hang 
ing purse with 
French Kid pocket. 
Onen shank san- 
dal to match bag. 


NV. V. Coty 





I. MILLER 
Bag Department 
15i W. 46th Street 
York 


Sew 





Handbags 
Help 
Shoe Sales 
And Increase 


Profit Volume 


The 


manages to 


salesman cleverly 
have the 
hand and 


shoe near at 


suggests a combination 
of both to the customer. 
While the lady will not 
buy both every time, the 
will 


law of averages 


work in the dealer's 
Why not let the 


work 


favor. 
law of averages 


for you? 








lf Your 


Customers 


. . . demand smartness and 
tailoring in their bags, you 
will do well to inspect our 
style line of fine bags. Our 
prices are reasonable. 


Our Summer season offer- 
ings include an array of in- 
expensive items in Shantung, 
faille and crepe which are a 


delight to the eye. 


Tailored pouch shaped 
bag of black box calf 
with combination metal 
and Java lizard bar fas- 
tening. The last word 
in smartness. $84 per 
dozen. 


LONDON FASHION 
BAG CO. 


36 E. 31st St.,N. Y. City 
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3AGS AND SHOES 





Nat Lewis Says— 


“It is our impression that in the designing of 


bags to complement shoes, that with the simplicity 
of mode which has now asserted itself, that the 
attempts to fashion purses using the motifs of 


shoes, which so few permit adaptability on 


the purse, that matching units will be done only 
in smart shapes, utilizing merely color and mate- 


rial for the fundamental foundations.” 





Keep Up With the New Mode 


Retail merchants are now in an age of intensified 
competition for the consumer's dollar. — They 
must be alive to every opportunity for legitimate 
profit to keep progressing. ‘The most 
merchandise for them to handle profitably is ac 
cessories of the main product sold by them. 


logical 


Hand bags are logical items of merchandise to 
sell with women’s shoes. They can be made to 
match harmonize, and will create a desire 
to purchase even where the customers had no 
such intention upon entering the store. 


or 





A very chic model, fashioned of 
crepe de chine, lined with blue 
crepe of a checker board pattern 
in white, and fastens most inter- 
estingly with two narrow straps. 


nat Lewir 


~ wholesale corporation s 


5r8 madison avenue 
new york 








Wollison Designs 
Quick Sellers 


W ollison 


consistently 


Display merchan- 


dise and you 





will find that your customers 
will to 


business. 


return regularly 


give you repeat 


J LINEN + 


SHANTUNG 
SHOE MOIRE 
in Pastel Colors 


x | EXCLUSIVELY 


WOLFSTEINCO. Inc. 


145-147 WEST 28th STREET 
NEW YORK, N. Y. 


Now— 
Another Profit 
From Each 


Shoe Customer 





Handbags 
and the 
Modern Woman 


230 


DOZEN 





No accessory plays such 


an intimate role with 


womankind as the hand- 
hag. It is constantly with 





Pouch bag with back strap. 
Material of embroidered eye- 
let linen. Choice of 
Embroidery in contrasting 
color if desired. Lined with 
self material. 


colors. 


Pouch bag with hack strap. 


Comes in satin, silk or linen. 
Enamei ornament. Lined with 


Choice of color. 


A. WOLLISON & SONS 
43 East 19th St., N. Y. City 


self material. 





her or within convenient 
reach. It is deftly han- 
died many times a day, opened and closed, ex- 
plored, subjected to the elements, and in many 


ways receives as much usage as the shoe. 


Is it any wonder, therefor, that a woman 1s very 
particular in her choice of bags, and demands a 
product which only careful workmanship can 


produce ? 


If you don't what you want—write to the manufac- 
turers on these pages, or to the 


HOSIERY AND HANDBAG SUPPLEMENT 
Boot and Shoe Recorder, 239 West 39th St., N. Y. City 








HOSIERY AND ACCESSORIES 


SECTION 
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TIP-TOEING THROUGH 


This new self-colored 
heel is known as the 
“Minaret” and is a 
new addition to the 
Rosaine line 


Here we find a grad- 
uated clock (lace), in 
new design, applied to 
an all silk stocking by 
Triumph 


Said to be the finest 
silk and wool number 
ever made in_ this 
country —a 42-gauge 
—By Oliver Knitting 


Co. 


This new, non-shrink- 

able, all-wool golf 

stocking from Sullo- 

way, has an elastic 

web top instead of a 
cuff 
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THE STYLE MARKET 


Broken horizontally 


by a variation in 
stitch, this new “Shel- 
Tex” stocking by 
Golden Art has a dull 
appearance 


This bar design in a 
shadow clock is one of 
the midsummer nov- 
eltics of the Oliver 
Knitting Co. 


Sulloway introduces 

this tine silk and wool 

full fashioned stock- 

mg with purple silk 
pre ol top 


Circular knit fancy 
sock with undyed sole 
and inner plating of 
undyed yarn K obee 
Tlostery Co, 


HOSIERY AND ACCESSORIES 
SECTION 








Sheer 


. Naturelle 
. Beige Clair 
. Eggshell 


AR 


. Beige Claire 


Suntan 
Rosador 
Grain 


Service 
N-A 


1. Naturelle 
2. French Nude 


» 


3. Muscadine 


CHER 


. Beige Claire 
. Grain 

. Suntan 

. Muscadine 


mh wlho 


. Muscadine 


. Rosador 


ARROW 
. Grain 
. Ivoire 


. Suntan 


° Rosador 


Muscadine 


HEAD 

1, Dream Pink 
2. Ivoire 
3. Grain 
4, Rosador 
5. Suntan 


ARTCRAFT 


. Frolic 
. Whimsy 


3. Tanglo 


. Sauterne 


. Beige Clair % 
. Plage 2 

3. Vendome 3 
. Grain 4. Vendome 
. Casino 5 


. L’Avenue 


. Frolic 

. Whimsy 
3. Dove 

. Topaze 

. Suntan 


AS-YOU-LIKE-IT 
Beige Clair 
. Plage 
. Grain 


. Gunmetal 


BLUE MOON 


. Grain 

. Plage 

. Rose Dijon 

. Light Gunmetal 
. Manon 


1. Rose Dijon 
2. Plage 
3. Rendez-Vous 
4. Suntan 
5. Manon 


CADET 


. Beige Clair 

. Ivoire 

. Nude 

. Light Gunmetal 
. Plage 


1. White 
2. Beige Clair 
3. Nude 
4. Ivoire 
5. Allure 


DEXDALE 


Jeige Clair 


. Rose Taupe 
3. Samoa 


. Oriental 


Beige 


. Midi 


. Oriental Beige 


1 

2. Beige Clair 
3. Samoa 

4. Rose Taupe 
5. Midi 





f. ] 
. Breezee Z. 
3. Sunbask 3 


mk wh— 


. Beige Clair 
. Ivoire ‘4 
3. Grain ES 
. Light Gunmetal 
. Dream Pink 3. 
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Service 


DURHAM 


l 
Z 
3 
4 
2 


FEDDI 


Fantan 


. Beige Clair 
. White 

. Pearl Blush 
. Champagne 

. Allure 


2N 


. Fantan 
Breezee 


. Blond 
. Rendez-Vous 
4 Rosador 

. Plage 

. Sunbask 


. Muscadine 
. Plage 


Service 
HOLYOKE 


Doré 


Sheer 


HUETTIG 
. Muscadine 
. Boulevard 


. Sunbask 


. Beige Clair 
. Rendez-Vous 
. Manon 


. Plage 
. Ivoire 
. Sable 


mbwroe 


RY 


Plage 


1 

. Misty Morn 2 
. Beige Clair 3. 
4 


Light Gunmetal 


. Sunbask 


GOLD M 


. Champagne l. 


? 


. Ivoire va 
3. Beige Clair 3. 
. Plage 4. 


. Muscadine 5 


. Breezee 

. Grain 

Beige Clair 
soulevard 

. Ivoire 


AID 

Grain 
Muscadine 
Beige Clair 
Boulevard 
. Champagne 


. Ivoire 

. Plage 

. Dream Pink 
. White 


. Juno 


1 

2 

3 
. Aurora 4. 
. Chateau 5 


ntewlhoe 


IRON CLAD 


. Beige Claire 
Ivoire 
Plage 


Seige Claire 


mtewlo 


. White 
KAYSER 


. Juno 

. Diana 

. Vesta 
Nutone 

. Park Lane 


Diana 
Vesta 


. Afternoon a 
. Suntan Ps 
3. Manon 3. 
. Rendez-Vous 4. 
. Beige Clair 5. 


GOTHAM 


Pawnee 

. Seasan 
Afternoon 

Light Gunmetal 
Black 


. Beige Clair 


. Afternoon 
. Paris Nude 
. Crystal Beige 


N 
l 
. Elephant Hide 4 
3 
4 


KRA-NIT 


Elephant Hid 
Muscadine 


Afternoon 


HARRIS 


. Grain i. 
. Silhouette 2 

3. 
. Python 4. 
. Gunmetal No. 1 5. 


. Suntan 

. Eperney 
. Dueotone 
. Javette 

. Turf 


Tan 

HOLEPROOF 
Grain 
. Bamboo 
,amboo 
Clair 
Ponjola 


HOLLYWOOD 


1. Light Gunmetal 
2 Ivoire 

Beige Clair 

4. White 


Gunmetal No. 1 


Plage 





? 


. Storm 1. 

. Petals ri 
3. Seaside 

. Daybreak 

. Muffin a 


. Breezee - 
. Boulevard 2. 
. Creole Beige 3. 
. Biscayne 


. Maple 


. Shadow l, 
. Yarro 2 
. Sunmode bs 
. Gunmetal 4. 
. Biscuit 5. 


LARKWOOD 
Boulevard 
Breezee 
Biscayne 

4. Maple Beige 
5. Creole Beige 


? 


3eige 
MASTERPIECE 
Prairie 
Seaside 

3. Storm 

4. Sunbask 

5. Grain 
McCALLUM 
Shadow 
. Rochelle 
Seige Clair 
Yarro 
Copal 


(CONTINUED ON NEXT PA( 


Light Gunmetal 


. Light Gunmetal 
. Crystal Beige 
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H. D. I. Hold Annual Meeting 


L. COHN of the Society Maid Hosiery Com- 
© pany was elected president of the Hosiery Dis- 
tributors Institute at the annual meeting of that body 
held on May 5 at the Commodore Hotel, New York. 
Other officers selected were Nat Judson, Mock, Judson, 
Voehringer Company, first vice-president; Leo Prop- 
per, Propper-McCallum Hosiery Company, second 
vice-president ; Reinhard Huettig, Vogue Hosiery Com- 
pany, treasurer; James B. Melick, Holeproof Hosiery 
Company, secretary, asd Harry A. Einstein, managing 
director. 

Following the meeting and election of officers there 
was a dinner at which some 40 representatives of the 
trade were present. Harry Einstein acted as toast- 
master and the principal speakers were Mr. Cohn, 
Dr. George William Taylor, professor of economics at 
Albright College and the University of Pennsylvania, 


and James L. Fri of the National Retail Dry Goods 
Association. 

Mr. Cohn, in his address, reviewed the progress and 
aims of the Institute, asserting that the problem of 
quality is paramount in the hosiery industry at present 
and that the efforts of the Institute toward establishing 
consumer recognition of first quality goods through 
its hall-mark, are not receiving the support from the 
trade that they should. 

Dr. Taylor, author of a comprehensive volume on the 
post-war changes in the full fashioned hosiery industry 
outlined the condition of the industry and the need of 
He lauded the efforts of the 
Institute to maintain quality standard in the face of a 


controlled production. 


widespread trading down movement. 
Mr. Fri talked on the merchandising of hosiery from 
both retailing and manufacturing standpoints. 





Sheer Service Sheer 


MERRILL 


1. Light Gunmetal 
2. Naive 

3. Duskee 

4. Almond 

5. Rosador 


MOJUD 

. Tan Nude 

. Plage 

. Crystal Beige 
. Manon 

. Beige Clair 


PHOENIX 


1. Peach 
. Haze 
. Fr. Grege 3. Skin 
. Woodbeige . Vanity 
. Amber 5. Gunmetal 


PROPPER 


. Beige Clair 
2. Light Gunmetal 
. Muscadine 
. Tea Time 
. Almond 


. Wrought Iron 
. Suntan 
3. Flesh 
. Peach Skin 
. Crystal 


. Beige Clair 

. Ivoire 

. Crystal Beige 
. Tan Nude 

. Plage 


. Rachelle 
. Ivoire 

. Sunbask 
. Deauville 
. Evenglow 


mnkhwlhoe 


. Peach 
. Skin 


. Light Gunmetal 
. Plage 

. Beige Clair 

. Rendez-Vous 

. Cyclamen . Muscadine 
. Dueotone 

. Turf Tan 

. Kasha Dore 
. Spa . Plage 

. Rosador 

. Beige Clair 
. Muscadine 
. Sunbask 


QUAKER 


. Plage 

. Beige Clair 
3. Nude 

. Rendez-Vous 

. Naive 

. Beige Clair 

. Breezee 
3. Ivoire 

. Mirage 

. Light Gunmetal 


READING MAID 
. Beige Clair 1. Grain 
. Muscadine 2. Misty Morn 
Plage 3. Rendez-Vous 
. Rendez-Vous 4. Sunbask 
. Light Gunmetal 5. Beach Tan 


RIVOLI 


1. Grain 
2. Plage 
3. Manon 
4. Tawney 
5. Suntan 


. Spanish Nude 
. Rifle 

. Rosador 

. Breezee 

. Afternoon 


. Plage 

. Tawney 

. Manon 

. Suntan 

. Beige Clair 
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RUBY 


ROMAN STRIPE 


| 
2. 
3 
4 


e 
re) 


ROMILLA 


1. 
2. Sunbask 


3 
4 


5 


ROSAINE 


R 
1 


2 
3 
4 


SOCIETY MAID 


| 
2 
3 
4 
5 


TITANIA 


l 
2 
3 
4 
5 


Service Sheer Service 
TREZUR 

1. Cuban Sand ;, 
. Nude 2. Sunbasque 
. Grain 3. Muscadine 
. Havana Beige 4. Miami 

. Basque Brown 5. Mirage 


. Eggshell Gypsytan 
. Mimosa 

. Atmosphere 
. Nocturne 


. Boulevard 


TRIUMPH 
. Plage 1. Plage 
Seige Clair 2. Beige Clair 
. Pancho 3. Pancho 
. Ivoire 4. Manon 
. Sunkist 5. Ivoire 


Rachelle 


. Tanray 
. Deauville 
. Beige Clair 


VALCORT 


. Plage 

. Beige Clair 
. Elephant 

. Naive 

. Gypsytan 


1. Plage 
. Rendezvous 
. Walnut 
. Gypsytan 
. Suntan 


. Light Gunmetal 
. Rendezvous 

. Plage 

. Beige Clair 

. Muscadine 


ING 


. Blonde 

. Naive 

. Light Gunmetal 
. Manon 

. Afternoon 


VANITY 
. Beige Clair 
. Grain 
. Plage 
. Manon 
. Ivoire 


FAIR 


. Grain 

. Beige Clair 

. Plage 

. Light Gunmetal 
5. White 


VAN RAALTE 


. Manon 4 
. Eggshell 2. Lustre San 
. Rose Dijon 3. Manon 

. Lustre San 4. Sunray 

. Antibes Tan 5. Fr. Nude 


. Beige Clair 
3reezee 

. Plage 

. Ivoire 

. Light Gunmetal 


Champagne 


WESTCOTT 
. Plage 
. Grain 
. Rosador 
. Blond Dore 
. Muscadine 


. Muscadine 

. Manon 

. Tansan 

. Blonde Dore 
. Seasan 




















NEWS OF THE TRADE \ 


-” JTHER turn in the efforts to organize a group 
of full-fashioned hosiery producers to control pro- 
duction and marketing is seen in the appointment of 
Julian Armstrong of Chicago, to supervise the work of 
organizing such a group, to be known as the Full-Fash- 
ioned Hosiery Exchange. Mr. Armstrong, it is under- 
stood, has been engaged by the committee, headed by 
Ferdinand Thun, president of the Berkshire Knitting 
Mills, Reading, Pa., which was organized in April to 
sound out sentiment among the full-fashioned produc- 
ers toward the formation of a group of full-fashioned 
knitters. Mr. Armstrong has been prominent in in- 
dustrial organization work for many years, and has 
been particularly successful in merchandising and mar- 
keting work, and it is expected that the activities of the 
new group, when formed, will center largely around 
these. 

Announcement has been made that manufacturers op- 
erating 60 per cent of the full-fashioned machines in 
the country have signified their willingness to join the 
new group. It is also understood that there is likely 
to be retail representation in the exchange. 

The committee of full-fashioned hosiery manufac- 
turers in charge of organizing the new group consists 
of Ferdinand Thun, chairman; William Meyer, Apex 
Hosiery Co.; G. C. Aberle, H. C. Aberle Co.; M. A. 
Freschl, Holeproof Hosiery Co.; Laurence Mayer, 
Julius Kayser & Co.; Garnett Andrews, Richmond 
Hosiery Mills; Nathaniel Judson, Mock, Judson, Voeh- 
ringer & Co.; George E. Rutledge, treasurer, Wayne 


Knitting Mills. 


Formed primarily to enter a consumer and trade 
cooperative advertising campaign, the new “Associa- 
tion of Ingrain Hosiery Manufacturers” is considering 
the taking up of other problems relating particularly to 
the manufacture and distribution of ingrain hose. 

The organization meeting was held in the offices of 
the Propper-McCallum Hosiery Company, New York, 
on May 16, and Leo Propper was chosen as president 





of the new association. Other officers are E. B. Shar; 
Conrad Hosiery Company, vice-president ; S. F. Rubin 
Merit Ilosiery Company, secretary, and George Haa 
General Hosiery Company, treasurer. 

An advertising committee to confer with the Jol 


Arnold Company, who will handle the cooperative a: 


vertising, consists of Messrs. Sharp and Rubin, in a 
dition to Ek. L. Winpenny of the Holyoke Hosiery Con 
pany and Leon Klein of the Doris Silk Hosiery Con 
pany. 

Ingrain manufacturing companies represented at tl 


meeting and joining the new association included th 


Propper-McCallum Hosiery Company ; Paul Guenth« 
Inc., Holyoke Hosiery Company, Merit Hosiery Con 
pany, Conrad Hosiery Company, Doris Silk Hosie1 


Company, Harris Silk Hosiery Company, General Ho 


siery Company, Claussner Hosiery Company and tl 
Van Raalte Company. The Mission Hosiery Mill 
los Angeles, and the New Haven Silk Hosiery Con 


pany of New Haven, Ind., have expressed themselvc- 


new 
the mills nan 


as favoring the formation of the 
Aside from Phoenix Corticelli 
comprise all the ingrain producers in the country. 


xy 


and 


Four new stockings will be added to the numbe' 


coming under the Hosiery Guild’s minimum specific 
tions. This was decided at a special meeting of t! 
Guild held in the Adelphia Hotel in Philadelphia di 
ing the Knitting Arts Exhibition. 

Three of the stockings will be of the dull varie 
and will be known as low-luster twist, and will be for 
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thread stockings, one a 300 needle, the second a 320 
needle and the third a 340 needle. The fourth stocking 
will be a three-thread 340 needle hose in regular finish. 

The specifications committee was instructed to draw 
uj) minimum specifications to cover these four stock- 
ings, which will be put into production at several of 
the Guild members’ mills within the near future. 

At the meeting a report on the progress of the Guild’s 
activities to date was made and recommendations for 
further activities were submitted by Harry L. Kinne, 
managing director of the Guild, and the Byron G. 
Moon Advertising Agency. These recommendations 
were referred to the executive committee with power 


to act. 
My 


At a recent meeting of the stockholders of the Palter 
Leather Goods Co., handbag manufacturers, of New 
York City, the following officers were elected: Aaron 
Palter, president; Jerry Palter, secretary-treasurer. 
Dan Platkin was named as designer and factory man- 
aver. 

The Palter Leather Goods Co. are manufacturing 
bags exclusively for the shoe trade. Aaron and Jerry 
Palter have had many years of experience in the shoe 
business, and are both thoroughly sold on the idea of 
producing bags to match shoes. 


KX 


Samuel R. Goldsmith of Goldsmith Bros., New York, 
manufacturers of handbags, has just returned from a 
trip to Europe in search of style information which 
will soon be incorporated in new samples to be shown 


A 


Kramer Bros., New York, have recently added two 
numbers in the newly popular dull finish crepe hose to 
their line—Dul-Crepe, a full-fashioned number, and 
Crepe-Sheer, a seamless number. The new crepe num- 
bers will also be featured in the pastel shades which are 


by his company. 


so popular this season. 
They also report a very large volume of business 
being done on silk net hosiery in the popular tan shades 


Ky 


TABILIZATION of prices for regular and grena- 

dine hosiery is expected to follow the action of the 
3erkshire Knitting Mills in issuing a new and lower 
price list on May 29, immediately following the Knit- 
ting Arts Exhibition in Philadelphia, at which prices 
and the new dull luster stockings formed the principal 
topic of conversation among mill men. The reductions 


as well as in pastels. 


are retroactive to May 5. 
Berkshire’s new price list shows general reductions 
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of 25 and 50 cents a dozen on regular hosiery from the 
list issued on March 3, which was retroactive to Feb- 
ruary 27, and which in turn showed cuts of 25 and 50 
cents a dozen from the last preceding list. 

Among the cuts made by Berkshire are the fol- 
lowing : 

No. 562, from $8.50 to $8; No. 1562, from $9.50 to 
$9; No. 573, from $10.75 to $10.50; No. 1573, from 
$11.75 to $11.50; No. 736, from $11 to $10.75; No. 
737, from $10.50 to $10; No. 750, from $9 to $8.50; 
No. 767, from $9.50 to $9; No. 769, unchanged; No. 
774, from $10 to $9.75; No. 770 (Bemberg), from 
$7.50 to $6.75. 

New grenadine numbers introduced into the line for 
delivery between June 15 and June 30 are priced as 
follows: 

No. 803—42 gage, five-thread, all-silk, $9.50; No. 
804—42 gage, four-thread, picot top, $10.75, and No. 
802—45 gage, four-thread, picot top, $11.75. 

Immediately following the reductions by Berkshire, 
similar reductions were announced by the Apex Ho- 
siery Co. It is generally thought in the trade that the 
new prices will set a general level for the entire market, 
and will have a stabilizing effect. Several of the Berk- 
shire numbers are now as much as a dollar a dozen 
below the prices existing at the opening of the current 


year. 























SMART 
s 
because they’re 
DULL 
NOW you can secure *“VAMP-TOE"” Stockings with 
the smart chic “DULSHEEN”’ texture The 
lbullness is PERMANENT form fitting 
clinging slimness . finest French seams ° All 
silk from toe to top with Paisley Picot Ede 
THE FAMOUS HOSE WITH A TOE LIKE NO 
OTHER TOE!! It's more than a Toe, for the 
remarkable V-Shaped reinforcement covers the 
toe joints, end ends the ‘‘friction holes'’ at the 
sides, caused by the average woman's 18,908 
daily steps In Chiffon and Service 
Weights to retail from $1.50 to $2.50 per 
pair 


—= 


J Send for Samples and 
Sales Plan . . . NOW! 


Most Beautiful Stockings 
in the World! 





This illustration shows where Note that the *VAMP-TOE en 
wdinary reinforcing ends (see tirely covers the toe joints 
white line) and how much extra whereas the ordinary Block Toe, 
protection *LARKWOOD VAMI as indicated by the white line 
TOE HOSIERY gives cives only partial coverage 


LARKWOOD SILK HOSIERY MILLS, Inc. 
CHARLOTTE, N. C. 
John C. Larkin, Director of Sales, 385 5th Ave., N. Y. 
*Trade Mark Reg. U. S. Pat. Off. Pend. 
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BONDS OF INTEREST 


MR. MANUFACTURER 


You are in business to make money 


You must constantly seek new outlets 
for the sale of your merchandise to 
progress. 


You cannot overlook the great shoe 
dealer market waiting to absorb your 
product. 


You must tell your story to the dealer. 


You must keep your story before the 
dealer. 


MR. RETAILER 


You are in business to make money. 


You must constantly seek new ideas to 
merchandise your products. 


You are selling shoes and any other 
logical accessory that will net you a 
profit. 


You are interested in the products of 
reliable manufacturers who. advertise 
in these columns. 


You are interested in the experiences 
of other progressive merchants 





The columns of this publication are helpful in many 


ways to dealer and manufacturer alike 


want to sell, 


Hosiery 
Handbags 

Spats 

Shoe Ornaments 


Handbag Ornaments 


Fixtures 


If you sell, or 


Shoe Trees 
Carters 

Belts 
Suspenders 
Gloves 

Novelty Jewelry 


let us tell you how it has been done and how it can 


be done. 





HOSIERY 
HANDBAGS 


SUPPLEMENT OF THE 
BOOT & SHOE RECORDER 
239 W. 39th ST., NEW YORK 











Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, June 7, 1930 











